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Now 
For Another 


Big Year of Progress 


ITH a gain of 66% in paid for business in 1928 
over the previous year, the Missouri State Life 
Agency force has pledged itself to another great year 


ol progress. 


very possible help will be given 
them to aid in the accomplishment 
of the undertaking. 

effective, result-getting sales train 
ing and assistance through a thor 
oughly organized Branch Office 
system; new, fresh, attractively 
printed sales literature with illustra 
tions that grip the attention and tell 
the story quickly; prompt, efficient 


underwriting service from the 


Home Office centrally located in St. 
Louis, “The City Surrounded by the 
United States.” Claim service un- 
excelled, and a multiple line of poli- 
cies to meet every life insurance 
need. 


It is this helpful, aggressive spirit 
that has won for the Missouri State 
Life the distinctive title, 


The Progressive Company. 


$1,200,000,000 


insurance in force 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President 


Home Office, St. Louis 
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OUTSTANDING SHIELD COMPANY FACTS 


HE National Life and Accident Insurance Company, widely known as The Shield Com- 
pany, has the largest Industrial Health and Accident business in force in the world. It ranks 
third among all Companies doing a health and accident business on premium income. It is fifth 
on total number of policies in force, and seventh on Industrial Life Insurance in force. The 
company closed 1928 among the leading Life Insurance Companies on volume of Life Insur- 


ance in force. 
a 


LIFE AND 
Approximately Two Million People Are insunance 


COMPANY 


Shield Policyholders in Twenty-one States oy 








Twenty-Ninth Annual Financial Statement 
Year Ending December 31, 1928 

ry - e b ? : ASSETS 

These outstanding achievements are viewed with Sill wat iiadie a $11,334,615.69 


pride by the officers of The National Life and Principally Government, State, Coun- 
ty and Municipal Bonds 


Accident Insurance Company, who are today Real Estate Loans, First Mort- 
actively at the head of the organization after more EE Wekd con Sito oes ae ns 


e ° of property value) 

than a quarter century of holga effort “al Cash “in he oy a 922,652.27 
° ° ° . . 1,049.22 at interest) 

build an institution which now ranks among the ane yo wrebeng sae’ 841,264.18 


leaders on financial strength and in service to (Mainly Home Office Building) 
‘ f sas Loans on Bonds and Stocks... 234,625.00 
American families. Net Unpaid and Deferred 


Premium 533,563.22 
PY BAD 6c ccercesenreeus's 461,934.90 
Interest Accrued and Unpaid... 354,494.03 


Comparative Statement—Five Years ‘ees eae 


Legal Reserve, Life Insurance 
1928 $ 23,404,791.48 Increase Phases anny ret tee ees ees $13,271,554.00 
1923 —-:10,832,417.69  $ 12,572,373.79 Geod gad Sct ptandend Sate 
Legal Reserve, Disability 
Policies 249,563.04 
1928 $ 18,777,373.60 Increase Contingent Reserve 2,712,953.00 
> ~ ~ Mainly to cover increase Disability 
1923 8,708,806.38 $ 10,068,567.22 Claims account advancing age of 
Policyholders 
Reserve for Epidemics 1,000,000.00 - 


To cover excess mortality or dis- 


8,721,642.19 














ability by reason of general epidemics 


1928 $ 4,627,417.88 Increase __ Gross Premiums Paid in Advance 414,239.10 
1923 2,123,611.31 $ 2,503,806.57 Taxes Accrued, but not Due.... 326,194.45 
(Payable in 1929 on 1928 business) 

Due to Agents on Bonds, De- 

Paid Policy- ee eee 470,649.86 


Mainl ings Fund 
holders 1928 $ 64,384,039.55 Increase Policy. oe 1 7 of 


1923 35,121,276.27  $ 29,262,763.28 Payment and Adjustment... 261,965.43 

All Other Items 70,254.72 
‘ - I} Liabilities Other Than Capital 

Total Life Insur- and Surplus 18,777,373.60 

ance in Force.1928 $272,137,235.00 Increase Capital and Surplus 4,627,417.88 
1923 134,301,401.00 $137,835,834.00 Margin of Safety to Policyholders 


over all liabilities 


TOTAL LIABILITIES $23,404,791.48 
































Total Claims Paid During 1928 $ 6,407,929.15 
Total Claims Paid 29 Years Ending December 31, 1928...$ 64,384,039.55 
Total Life Insurance in Force December 31, 1928 $272,137,235.00 


THE NATIONAL LIFE AND ACCIDENT INSURANCE CO., Inc. 
NATIONAL BUILDING, NASHVILLE, TENNESSEE 
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LIFE INSURANCE EDITION 


The 


RIGHT BARK 


This FREE 30 page Booklet 
tells what it is, what it does and 
the Results. 


ITH Life Underwriters the real ad- 

vertising problem hasn’t been so much 
a question of barking up the wrong tree 
as getting the RIGHT BARK with which 
to bark! 


As a class, progressive Life Insurance men 
believe in the general effectiveness of ad- 
vertising BUT having tried various forms 
with discouraging results their inevitable 
conclusion has been that advertising for life 
insurance men doesn’t pay. 


We take it that you are in this class or you 
wouldn’t be reading this advertisement. You 
are one of the progressive life insurance 
men who realize that the advertising does 
apply to the life insurance business, but that 
life insurance advertising hasn't had the 
right Bark! 


And why hasn't it had the right bark? 


For the very good reason that heretofore life 
insurance advertising hasn’t measured up in 
EVERY particular. Either it was not interest- 
ing enough—or it cost too much—or it wasn’t 
persistent enough—or it worked under the handi- 
cap of company domination—AND in EVERY 
CASE the effectiveness of PICTURES in tell- 
ing a story was not fully capitalized. 

The Estate-O-Graph is a monthly eight page 
rotogravure House Organ that tells the story 
of life insurance to your clients and prospects 
through PICTURES. It carries only YOUR 
name—it does everything advertising can do—it 
is even actually selling life insurance! 

Are you open minded on this advertising question? 


If so, the return of the coupon below will bring 
something of vital interest to you. 

This 30 page Booklet will acquaint you with 
THE ESTATE-O-GRAPH Plan of advertising 
—will show HOW this plan is being used—will 
give you valuable direct mail advertising infor- 
mation and the surprise of surprises in the low 
cost of The Estate-O-Graph which may be had 
ior 


as low as 


$6 a month 
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Typical Comments from those 
who use the RIGHT BARK 


“He personally informed me The 
Estate-O-Graph was directly responsi- 
ble for his buying this policy.”’ 
J. Evie Nutt, Chillicothe, Ohjo. 
‘‘Was able to put over $30,000.00 case 
with the help of The Estate-O-Graph. 
Errol F. Brown, Los Angeles. 
“Clients tell me when they are ready 
for additional insurance.” 
Sidney H. Lance, Medina, Ohie. 
‘I can tracea large volume of business 
through it.”’ 
Arthur L. Goldsmith, Scranton, Pa. 
**Means of closing one of our prospects 
for $20,000.00."" 


R. C. Blare, Schenectady, N. Y. 


Published Jo'ntly by 


The Estate = O = Graph The National Underwriter — The Rough Note Co. 
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| THE NATIONAL UNDERWRITER CO., 


A1946 Insurance Exchange, Chicago, Illinois. 
With the understanding that I am in no way obligated, please send me your FREE 30 page 
Booklet on The Estate-O-Graph—also sample copies and price. 
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DISABILITY COMMITTEE 
REPORTS ON STANDARD 


Recommends Important Changes 
in General Underwriting 
Practice 


PUBLIC HEARING CALLED 


Companies and State Officials Invited 
to Session New York 


April 8 

NEW YORK, March 28.—Having 
concluded deliberations on the proposed 
standardization of the disability clause, 
the joint committee of actuaries and 
state commissioners, representing both 
companies and the National Convention 
of Insurance Commissioners, has called 
1 general hearing for April 8, for all life 
companies and state officials interested, 


the sessions to be held in the large audi 
the Metropolitan Life in New 

Chis will be an important 
for it brings to final discussion one 
of the most important problems now 
before life men, that of ironing out the 
diticulties long recognized in disability 
unde akan As a number of drastic 
changes are proposed, it is probable that 


torium of 


York 


ses- 


it will be a lively session and well at- 
tended. 
Result of Long Study 

The eall for the meeting has gone 
out today over the signatures of James 
1). Craig, vice-president and actuary of 
the Metropolitan and chairman of the 
joint committee for the actuaries, and 
Grady H. Hipp, actuary of the New 
York department and chairman for the 


National convention. The committee 


has studied the problem thoroughly for 


ver a year, this intensive study follow- 
ng many years of individual study by 
who saw the need for some re- 


It includes in its membership 


sO f the greatest actuarial minds of 
t untry and its findings are pre 
sent only after careful study of all 
poss tangents and the best possible 
solut to the problem. 


ropese Drastic Changes 


changes, drastic in 
mat ases and revolutionizing the un- 
I of this coverage, are sum- 
by the committee as follows: 


| proposed 


mination of the “professional 
olicy,” as the proposed provi- 
wae » not permit payment of benefits 
insured is unable to perform 
es merely of his customary oc- 
(2) Exelusion of the 
tlis ty benefit for the first ninety 
Ay f disability—the maximum allow- 
nitting benefits to accrue after 
days with the first payment at 
the end of 120 days if disability has 
cent i so long. 
Exclusion of any increasing 
nefit such as an in 
a year or an increase of 50 
fter five years and 
years, 
yhibition of retroactive 


(CONTINUED ON PAGE 


payment of any 


dis- 


(4) Py 


13) 





‘rease of | 
100 percent ' 
| 


income 


PROPOSED DISABILITY STANDARD IS 
PRESENTED TO THE LIFE COMPANIES 


NEW YORK, March 28 
and far-reaching changes in the under 
writing of the disability clause in con- 
nection with life insurance are shown in 
the detailed proposal as sent out today 
to all life companies by the special com- 
mittee of actuaries, working in conjunc 
tion with the National Convention of 
Insurance Commissioners. Their let- 
ter to the companies reads as follows: 

e a 6 

OTAL and permanent disability pro- 
visions of contracts of life or en- 

dowment insurance and annuities (other 
than contracts of industrial or group in- 
surance or group annuities), whether con- 
tained in the policies or in supplemen- 
tary contracts, issued after Jan, 1, 1930, 
shall satisfy in substance the require- 
ments set forth below. 

es ¢ «4 

In construing these requirements: 

(1) Waiver of premium includes re 
fund of premivm paid. 

(2. The term “income payments” 
means monthly payments made in addi- 
tion to premium and all benefits provided 
by the contract. 

(3) The term “disability 
means waiver of premium, 


benefits” 
or both waiv- 


Important | 


provision, any premium or installment 
thereof which fell due during total dis- 
ability and during a period specified in 
the provision (not less than six months) 
immediately preceding notice of claim 
shall be waived. 


(5) That if total and permanent dis 
ability is established as required by the 
provision, which began after the due 

| date of a premium or installment there 
of in default, but not later than the last 
| day of grace, provided such due date 
was within a_ period specified in the 


er of premium and income payments, ! 
whichever may be specified in the pro- 
vision. 

(4) The term “maturity” means, in 


the case of endowment policies, the date 
at which the policy becomes payable as 
an endowment, and in the case of de- 
ferred annuities, the date on which pay- 
ment of annuities commences. 

(5) The term “age 60” means either 
actual age 60 of the insured or the policy 
anniversary nearest thereto as may be 
specified in the provision, and the term 
“age 65” shall be similarly construed 
* * 


I. The Following Provisions Are Pre- 


seribed: 


(1) That total disability is incapacity 


to engage in any occupation for re 
muneration or profit. 
(2) That total disability which has 


heen continuous for a period specified in 
the provision (not less than 120 days 
‘or more than one year) shall be deemed 
permanent. 


(3) That written notice of claim 
must be given to the company (a) dur- 
ing the limetime of the insured apd (hb) 


ring the period of disability or within 
a further period, specified in the pro- 


vision (not to exceed thirty days) im 
mediately following recovery. 

(4) That if total and permanent dis- 
ability is established as required by th 


annuity 


months) 
claim, 


(not less than six* 
preceding notice of 
disability benefits shall be allowed as it 
the default had not occurred, but the 
insured shall be liable for the premium 
in default with interest thereon, if any 
(6) That any dividend which woul¢ 
otherwise have me payable during 
disability shall be allowed as though the 
disability had not occurred, unless an 
annuity is provided as permitted by 


prov ision 
imediately 


bec 


paragraph 12 hereof. 

(7) That upon recovery of the in 
sured from total disability, disability 
benefits shall cease and premiums or in 


stallments thereof becoming due after 
such recovery shall be payable. 
il. The Following Provisions Are Per- 


mitted: 
That the entir¢ 
sight of both 
(or alternatively, the 
irrecoverable loss of the use of) both 
inds or of both feet, or one hand and 
foot, shall be deemed total disability 
(8) That disability occasioned by cer 


and irrecoverabl 
the sever 
entire and 


(35) 
loss of eyes or 


anse of 


one 


tain risks or hazards specified in the 
provision shall be excluded from the 
coverage 

(10) That the disability shall be can- 
celed or modified in the event of the 


marriage of the insured if the insured 
a female. 

(11) That 
pavable either to 
beneficiary. 

(12) That in lieu of 
ments, there shall be payable an an 
nuity certain for a period of not mort 
than ten years, the present value of 
which shall be equal to the amount of 

surance, but that upon recovery such 
shall cease, and the insvranc« 
hall be restored at a_ proportionate 
premium for an amount equal to the 
resent value of the unpaid installments 


benefits shall be 
insured or to 


disability 
the 


income pay 


(13) That in the case of endowment 
policies or deferred annuities income 
payments shall be made during the con 


tinuance of disability after jmaturity, 
provided disability occurred prior to ma 
(CONTINUED ON PAGE 12) 


NEW YORK LEGISLATURE PASSES REVISION BILL 


NEW YORK, March 28.—Revision of the 


New York life insurance 


laws to approve the American Men table and revise the regulation of 
acquisition cost is assured. The bill, rewriting Section 97 and allied sec- 
tions, has passed the assembly and now is before Governor Roosevelt for 


his signature. 


There was some fear that this measure might be lost in 


the last minute rush, as the legislature adjourns tomorrow, but it was 
easily put through both houses and only awaits action by the chief 


executive to become law. 
enactments 


This is one of the most important legislative 
in connection with life 
revise underwriting practice throughout the country. 


insurance in many years and will 


Companies operat- 


ing under New York jurisdiction represent 80 percent of the total busi- 


ness of the country. 








ECKER IS PRESIDENT 
OF THE METROPOLITAN 


Robert Lynn Cox is Made Vice- 
President of the Com- 


pany 


L. A. LINCOLN ADVANCED 


Changes Are Made by the Directors 
Following the Recent Death of 
Haley Fiske 


NEW YORK, March 28. 
H. Ecker, vice-president of the 
Life 1919, 
in the 


Fre derick 
Metro 
who 


and has 


that 


politan since 


been service of organization 


for nearly 46 was clected 


the 


years, presi 


dent by directors at their March 
meeting, 


Robert Lynn Cox, formerly second 
vice-president, an officer of the company 
1916, was elected vice-president to 
succeed Mr. Ecker. Mr. 
named a director to fill one of the ex 
sting vacancies on the board. At the 
ame time, the board created the office 
f first vice-president and chose to fill 
it Leroy A, Lincoln, general counsel, 
as first vice-president, Mr. Lincoln will 
etain his former title and will continue 
the company’s law division, 


since 


Cox was 


is head of 
New President's Career 


Phoenicia, 


Mr. Ecker was born in 
N. Y., Aug. 30, 1867, and 46 years of the 
47 years of his business life have been 
spent in the service of the Metropolitan. 
His grandfather was a graduate of the 
French military academy and served on 
the*staff of one of Napoleon’s generals. 
His father, who was born in Alsace, but 


this country when he 
served with distinction 
in the Union army in the Civil war. 
Young Ecker’s first job, after the 
family moved to Brooklyn, was with a 
small manufacturing concern, but whes 
that did not to afford the desired 
opportunity, he entered the law office 
of Arnoux, Ritch & Woodford as an 
office boy, with the idea of acquiring 
some knowledge of law for the business 
advantage that it might afterward afford 


as Mail 


was brought to 
was 7 years old, 


seem 


Joined 


The 


Metropolitan 


had 


Boy 


offices in the 
building that houses the Metropolitan 
Life and was, in fact, counsel for the 
Metropolitan, including among its staff 
the late Haley Fiske, who was later to 
become fourth president of the company, 
and Mr. Ecker’s immediate predecessor 
in office. He decided that he would like 
to become identified with that company 
— made application for a job with 
the Metropolitan through the medium of 
A " fetter of introduction to Joseph F 
Knapp, then president. In May, 1883 
he went to work as mail boy at a salary 
of + a week—less money than he had 
heen earning in the law office. 

Siders he had been long at 


law firm its 


the work, 


he was familiar with the machinery for 
handling a_ policy from the time the 
signed application was received at the 
home office until the claim was paid 


(CONTINUED ON PAGE 24) 
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MOSS INTERESTS BUY 
DETROIT LIFE CONTROL 


—— 


TO ADD IT TO THEIR FLEET 





New Orleans Contingent Will Strength- 
en the Company and Enter It in 
Many States 


Contracts for the sale of the majority 
stock of the Detroit Life by an exchange 
for the stock of the Insurance Securi- 
ties Company, which owns the Union 
Indemnity and its fleet, controlled by the 
Moss interests of New Orleans, La, have 
been signed and the same offer, six 
shares of the stock of the securities com- 
pany for one of the Detroit Life, is 
going out to all Detroit Life stock- 
holders. This makes the price of the 
Detroit Life shares about $180 each, par 
$50, as the shares of the securities com- 
pany are selling on the open market 
at $30 per share, and paying a dividend 
at the present time of $1.40 per share, 
which will give the Detroit Life stock- 
holders a larger dividend return than 
they are now receiving Included with 
the offer to stockholders of the Detroit 
Life of an exchange of six for one of 
the Insurance Securities Company, there 
is also a cash offer made. 


Detroit Life Figures 


The Detroit Life has $381,000 cap- 
ital and after certain assets are reduced 
to actual value it is said will show about 
$50,000 surplus, although the published 
surplus is considerably larger. There is 
about $75,000,000 on the books and a 
splendid agency organization in Michi- 
gan, probably the largest of any com- 
pany in the state. Michigan is the only 
state in which the Detroit Life does busi- 
ness. The Detroit Life does business on 
the Michigan standard of reserves, which 
is somewhat lower than the Illinois, so 
that when the Detroit Life is entered in 
other states, as is contemplated by the 
new interests, it is probable that more 
capital and surplus will be paid in. 

One of the points that figured in the 
deal was the commission contract of 5 
percent to President M. E. O'Brien on 
all the premiums of the company, which 
still has about five years to run and the 
value of which is placed at $300,000. 
This naturally was taken into account 
in fixing the purchase price, as was also 
the depreciation in certain real estate 
loans in Detroit and elsewhere. 


O’Brien Held Controlling Interest 


Some time ago the capital was in- 
creased, first with the idea of purchas- 
ing and retiring President O’Brien’s con- 
tract, giving him the new stock therefor, 
but as this was objected to by the Michi- 
gan department, President O’Brien pur- 
chased the stock, giving the contract and 
the stock as security. This new stock, it 
is understood; gave President O’Brien 
the controlling interest, so that in the 
deal just closed he was in a position to 
act as majority stockholder. 

While in the early years of the com- 
pany President O’Brien’s income was 
small, it is understood that with a con- 
siderable salarv and 5 percent in the 
business, outside his, stock holdings, it 
is now running much larger. 


Moss Group Is Strong 


The Moss group is a strong one and 
has been successful in everything it has 
undertaken. W. Irving Moss was in De- 
troit last week putting the final touches 
on the deal. 

The plan is to continue the Detroit 
Life as at present, but as one of the 
Moss group. There was no intermediary 
in the deal, the reference on Mr. Moss’ 
inquiry for a company having come 
through a banker. The Moss interests 
now own the Northwestern Casualty & 
Surety of Milwaukee which they have 
allowed to remain in that city, and it is 
understood there will ‘be no disturb- 
ance at the home office of the Detroit 
Life, which will remain in charge of 
President O’Brien. Mr. O’Brien was 
attracted to the deal by the possibility 


| BUREAU REPORTS GAIN 


IN FEBRUARY BUSINESS 


NEVADA LEADS ALL STATES 





All Sections Show Increase for Two 
Month Period—Companies Better 
1928 Records 





HARTFORD, CONN., March 28.— 
The volume of ordinary life insurance 
sold continues to increase in the United 
States. Sales in February mark it as the 
highest February on record, 56 percent 
of the reporting companies record a 
monthly increase. A volume of $744,- 
573,000 of ordinary insurance was re- 
ported, which represents a 5 percent in- 
crease over sales in February, 1928, anda 
10 percent gain over February, 1927 
Life insurance sales ordinarily fall off 
the first two months of the year, and 
reach new high points in March, May 
and December. 

For the first two months of 1929 every 
section in the United States shows an 
increase. The average for the United 
States as a whole is a gain of 10 percent 
over the same two month period in 1928. 


Successful in All States 


The 12 month period ending Feb. 28, 
1929, was a successful period for sales 
of ordinary life insurance throughout the 
country. Every section shows an in- 
crease in this period over the preceding 
12 months. The United States as a 
whole increased sales 6 percent in these 
months over the preceding year. These 
figures are issued by the Life Insurance 
Sales Research Bureau and represent the 
experience of 78 companies having in 
force 88 percent of the total legal reserve 
ordinary life insurance outstanding in the 
United States. 

The New England states as a whole 
show a gain of 5 percent over Febru- 
ary, 1928. Connecticut leads with a 25 
percent monthly increase. A section gain 
of 9 percent is recorded for the first two 
months of 1929. Sales in the middle 
Atlantic show a 7 percent monthly gain 
over February, 1928. The three states 
in this section paid for over one-third 
of the total insurance sold in the United 
States in February. 

The east north central states record 
the largest increase of any section over 
February, 1928, a gain of 9 percent. 
Every state except Wisconsin shares this 
gain for February. 

The west north central states show a 
monthly decrease of 4 percent from Feb- 
ruary, 1928. All states in this section 
failed to equal their 1928 record. 

The south Atlantic section averaged 
an increase of 3 percent over February, 
1928. The east south central states as a 
whole show a monthly decrease of 3 
percent. 


Shows Loss in February 


The west south central section shows 
a 2 percent loss in February from Febru- 
ary, 1928. Louisiana leads this section 
with a gain of 13 percent. 


In February the mountain states 
equaled their production in February, 
1928. Nevada leads all states in the 


United States and records a monthly in- 
crease of 42 percent. 

The Pacific states with a gain of 8 
percent over February, 1928, show the 
second largest increase of the sections 
The increase is shared by all the states. 
For- the first two months of 1929 the 
Pacific states show a 14 percent gain 
over the same period in 1928. 











of nation-wide expansion for the De- 
troit Life through the Union Indemnity 
organization. 


Company Will Expand 


The Detroit Life will be entered in 
many of the states and will build up an 
agency organization of its own as well 
as take advantage of that of the Union 
Indemnity. By this means it is hoped 
to build up a large company rapidly. 

(CONTINUED ON PAGE 12) 


J. J. DAVIS ADDRESSES 








UNION LABOR LIFE MEET 


FAVORS UNION GROUP COVER 


President Wall Says Industrial Com- 
panies Use Group Insurance in 
Bargaining with Labor 


Secretary of Labor James J. Davis, 
addressing the annual meeting of the 
Union Labor Life in Balitimore last 
week, expressed the hope that organ- 
ized labor, through its insurance com- 
pany, would soon undertake what he 
termed “service work” and would join 
with those who maintain that an insur- 
ance company or a fraternity has a right 
to insure the entire family. 

He commended the officers of the 
company for their efforts to secure 
changes in certain state insurance laws 
—changes designed to permit insurance 
of unions as groups and to include in 
those groups members not employed at 
their trades, so as to permit insurance 
of unemployed members. 


Strengthening Bargaining Powers 


Matthew Woll, president of the Union 
Labor Life and vice-president of the 
American [Iederation of Labor, in his 
annual report declared union group in- 
surance strengthened the bargaining 
power of unions. He cited the insur- 
ance furnished by employers to their 
employes as groups. “The employer,” 
he said, “takes credit for giving the em- 
ploye group insurance benefits. The 
idea of this donation is apt to be par- 
ticularly strong in the minds of the 
members of the families of the em- 
ployes.”” He declared that the employer 
is “therefore able to use such benefits 
in wage disputes and to avoid through 
them increases of wages which would 
otherwise be required and which would 
be much larger than the cost of the 
benefits involved. 


Has $38,202,700 in Force 


“To combat this tendency,” Mr. Woll 
continued; “and to be able to bargain 
with the employer on an absolutely defi- 
nite basis, the idea was conceived of the 
union furnishing its own group insur- 
ance to its members. The union would 
thus be credited by the families of its 
members with furnishing this desirable 
benefit and the employer would be de- 
prived of an argument not easily trans- 
lated in dollars and cents in wage 
disputes.” 

The company reported $38,202,700 in 
group insurance now in effect. Martin 
F. Ryan, treasurer, reported a total in- 
come for the company for the year of 
$623,816. During the year $390,952 was 
paid to policyholders. 


Joins Central of Chicago 


I. J. Lasswell, formerly home office 
supervisor for the Bankers Reserve Life 
of’ Omaha, has become associated with 
the Central Life of Illinois as regional 
director .with headquarters in Chicago. 
Mr. Lasswel has had many years’ ex- 
perience in the life insurance business, 
starting in the west some 14 years ago 
and successively having been agent, 
general agent and home office super- 
visor. He joins Vice-president Irish in 
the direction of the home office agency 
activities of the Central Life. 


New York Life Loans 


A total of $10,755,305.50 was invested 
in mortgage loans by New York Life 
during the first two months of 1929. 
Of this amount $2,827,800 was loaned in 
New York state, $1,145,600 in Cal- 
fornia, $1,370,588 in Ohio, $1,220,750 in 
Illinois, and the remainder in various 
other states and the Dominion of Can- 
ada. The largest single loan was for 
$1,200,000 on an apartment building in 
New York City. The loans made in 
the greater New York area during the 
same period amounted to $2,288,200. 





EDUCATIONAL DIRECTORS 
MAKE PLANS FOR STUDY 


RESEARCH ON EIGHT TOPICS 


Life Insurance Sales Research Bureau 
Will Delve Into the Subjects That 
Were Proposed 


When 14 home office educational dj- 
rectors and agency men, representatives 
of member companies, met in Hartford, 
March 18-19, at a conference held under 
the direction of the Life Insurance Sales 
Research Bureau, plans for a coopera- 
tive study of research projects wer 
formulated. This study, of utmost im- 
portance in the educational program, 
will be developed during a_ two-year 
period. ; 

Eight Subjects Chosen 


From a large list of problems which 
were suggested by the members eight 
subjects were deemed of such import- 
ance as to warrant intensive study: | 
What part should field schools have in 
the educational program? 2. What kind 
of a training program can be used to 
develop future managers? 3. What ar 
the most effective teaching methods? 4. 
What should be the training plan for the 
new agent during his first few weeks in 
the business? 5. A. B. C. courses. 6 
Should correspondence courses be used 
and how should they be conducted? 
What is the value of home office schools 
and how should they be conducted? & 
How should we train agency managers? 


Scope of Investigation 


In studying the questions of home 

office schools, field schools, and cor- 
respondence courses, each investigation 
will cover the matter of length of 
courses, content, requirements for en- 
rollment and other similar problems 
Each of these subjects will be developed 
by thoroughly qualified individuals with 
the bureau assisting in the collection of 
information regarding company prac- 
tices and results. It is planned to have 
reports on two or three of these sub- 
jects given at the special session for 
educational men at the bureau’s annua 
meeting next October. 
, H. G. Kenagy, head of the field serv- 
ice department of, the bureau, as chiair- 
man, led the discussion and suggested 
the plan of research in the developing of 
these educational problems. Other mem- 
bers of the bureau staff attending the 
conference were John Marshall Hol- 
combe, Jr., manager; L. B. Hendershot 
S. G. Dickinson, Philip Hewes and L. S$ 
Morrison. 


Those in Attendance 


The attendance was as follows: EF. M 
Blackie, assistant superintendent o! 
agencies, London Life; Earle W. Braile) 
assistant superintendent of agencies 
New England Mutual Life; J. L. Cole 
superintendent of agencies, Connecticut 
General Life; R. L. Davis, director of 
sales training, Continental Assurance of 


Chicago; James A. Griffin, assistam' 
agency manager, Phoenix Mutual Lite 
W. C. Hodges, assistant supervise! 


agency field service, Travelers; Josep 
E. Lockwood, assistant superintendem! 
of agencies, Guardian Life; Robert ( 
Mix, agency department, State Mutua 
Life; Richard L. Place, superintendet 
of agencies, Aetna Life; Earl E. Smith 
educational director, Equitable Li‘e 

Iowa; Arthur M. Spalding, director © 
agents training, Equitable Life of Ne" 
York; T. M. Stokes, educational «direc 
tor, Connecticut Mutual Life; RB. ! 
Wood, director of field service depart! 
ment, Imperial Life; Pearce H. \ 
director of education, Missouri St! 


Life. 


Don't practice the art of silen e 
assiduously at home. Your wife g's ® 
the silence she wants while you 4 
down town. 
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HUEBNER AND JONES 
ON CONGRESS PROGRAM 





Pennsylvania Professor Says Life 
Underwriter Should Have 
General Background 





LARGE TRUST EXHIBIT 





Equitable Official Says Companies 
Would Rather Develop Old Men 
Instead of New Recruits 





PHILADELPHIA, March 28.—The 
educational foundation laid by the 
American College of Life Underwriting 
has very definitely made it impossible 
for the American business man ever to 
know more about life insurance than the 
life underwriter, Dr. S. S. Huebner, of 
the Wharton School of the University 
of Pennsylvania, declared in his keynote 
address of the Tri-State Life Insurance 
Congress, which was held here Friday 
2,000 underwriters from Pennsyl- 
vania, New Jersey and Delaware in at- 
tendance. 


with 


The congress was presided over at 
both sessions by James M. Blake of 
the Massachusetts Mutua] Life. Mayor 


Mackey was to have opened the con- 
gress but press of official business pre- 
vented his attending. His assistant 
secretary, William L. Thatcher, delivered 
instead the message of welcome and in- 
formed his hearers that he had spent 20 
years in the life insurance field. Mayor 
Mackey, however, was present at the 
banquet which concluded the congress. 


Still Writes Business 


J. Henry Hazel, lieutenant-governor 
i Delaware, who represents the Con- 
tinental American at Dover, spoke 
at the banquet and declared that he be- 
lieved life insurance to be the greatest 
profession in the world. He said he is 
writing life insurance every week, and 

still on a consecutive weekly produc- 

1 and expects to continue writing life 
nsurance after his term of office is over. 
Other speakers at the banquet were 
Dr. Charles B. Piper, medical director 
f the Guardian Life, who repeated his 
New York congress talk on “The New 
Age,’ and Maj, William D. Grant, 
World War ace. 

Trust companies and banks from the 
hree states also took a prominent part 

the congress. In a room adjoining 
the auditorium were 46 exhibits of the 
trust companies’ life insurance 
trust advertising matter. In addition, 
half dozen Philadelphia trust com- 
panies ran large advertisements in the 
financial sections of two Philadelphia 
ewspapers dealing with life insurance 
both from the viewpoint of the 
uring public and from the life under- 


varic us 


a 


Jr. Huebner, who was the opening 
ker of the morning session, had as 
us subject “Today’s Educational Prob- 
em of Training Life Underwriters.” He 
d off by declaring that life under- 
1g was the dynamic center, the 
of life insurance today. “Life 
writing,” he said, “exists to bring 
the existence of life insurance.” 

e went on to say that the life under- 
er sells ideas that make a man do 
ight thing for himself. He asserted 
at service on the part of the under- 
Titer meant work and honesty plus 
‘owledge with the emphasis on knowl- 











The great educational problem of life 
“derwriting today, he stated, was di- 
1 into the following points: 

The problem of introducing life 
(CONTINUED ON PAGE 11) 











INSU Rz ANCE 


EDITION 


‘COMPANIES ARE LISTED ACCORDING 
TO AMOUNT OF PREMIUM INCOME 











HE subjoined list of companies is | .. : Prems Losses 
. . Name of Company 
arranged according to their pre- | ~ ; ate on 
mium income for 1928. The claims | Federal Life, Ill... 5,952,470 — 3,009,933 
id » also show Underneath the Acci. & H. Prem. 3, 
paid are also shown. nderneath the | Business Men's, Mo. 
total premium income the amount of Acci. & H, Prem. 
° . . %~ arios ifea 
accident and health or industrial pre- | ! ap Sere 
. . . . . . . Accli. z 3 e 
miums which is included in this item | mutual Life, Md... 5,240,608 719,082 
is given. These figures are taken from | Mutual Trust Life. 5, "088,506 704,199 
“Li ’ if : id ishe Illinois Life ... 5,004,245 1,183,708 
he » Ge wife ished 183, 7¢ 
ehe “Little Gem Life Chart,” published | yrinnesota Mutual.. 4,921,560 "896,220 


by THe Nationa, Unperwriter, which is 
just coming off the press. 
(Includes Accident and Health) 
Prems, Losses 


Name of Company g 
605,370,202 115,702,741 


Metropolitan Life.. 
Indust. Prem..... 299,342,494 ..cocee ° 
Acci. & H. Prem. 11,115,196 ss ta ds ts ee 
PruGenmtial ..cccces 455,739,604 90,119,993 
Acci. & H. Prem. 344,948 ccccece ° 
Indust. Prem... . 283,249,678 eccccose 
New York Life....256,461,966 52,769,977 
Equitable L., N. Y¥.220,619,893 50,430,189 
Travelers .....++.. 158,227,955 29,197,367 
Acci. & H. Prem. 58,430,401 ........ 
Mutual Life, N. Y¥.157,682,175 39,055,760 
Northwestern Mut..118,511,001 34,648,805 
Aetna Life ........ 103,870,361 28,647,128 
Acci. & H. Prem. 30,325,119  .....+... 
John Hancock Mut.103,497,229 25,620,878 
Bam TAGS cccccceve 102,636,467 13,992,752 
Mutual Benefit .... 76,320,043 22,016,949 
Penn Mutual Life. 63,723,139 17,704,710 
Union Central .... 47,317,874 12,110,806 
New England Mut. 34,967,033 8,417,126 
Provident Mutual... 32,189,256 6,261,796 
Pacific Mutual Life. 31,539,815 4,730,583 
Acci. & H. Prem. 6,319,661 .......- 
Canada Life ....... 30,530,671 5,895,335 
Connecticut Gen.... 28,931,041 6,849,365 
Acci. & H. Prem. 2,452,199 ......+.- 
Connecticut Mutual. 26,874,915 6,367,275 
Missouri State .... 24,609.091 6,854,994 
Acci. & H. Prem. 874,306 = . co cvvces 
Phoenix Mutual... 22,343,708 4,689,749 
Manufacturers L... 18,735,503 2,925,768 
Great-West Life... 18,346,086 2,418,482 
Equitable Life, Ia. 18,087,697 2,809,578 
National L. & Acci. 16,564,613 1,992,146 
Acci. & H. Prem. 8.656.684 takeakt 
Lincoln National... 14,349,648 3,761,186 
Fidelity Mutual.... 13,857,823 3,162,248 
Reliance Life ..... 13,480,421 2,028,471 
Acci, & H. Prem. 645,396 ....00.: 
American Nat., Tex. 13,440,657 2,772,811 
Acci. & H. Prem S6EB,883 «cc cccecs 
Guardian Life .... 13,426,266 2,181,866 
Life Ins. Co. of Va. 11,886,663 2,869,924 
Indust. Prem.... 8576124 ....«.+-. 
Jefferson Standard. 10,500,113 2,259,925 
Home Life, N. Y... 10,370,890 2,380,363 
Kansas City Life. 10,238,745 »,051,840 
Mass. Protective... 8,608,418 63,492 
Acci. & H. Prem. 8,063,723 ........ 
State Life, Ind.... 8,101,750 1,829,203 
Acacia Mutual 7,881,317 1,140,818 
Northwestern Nat.. 7,879,782 1,337,339 
Postal Life ....... 7,873,961 688,344 
National L., U.S.A 7,828,626 2,448,259 
Acci. & H. Prem tls) ie 
Life & Cas., Tenn.. 7,635,454 680,417 
Acci. & H. Prem. 2,954,737  .....0s. 
Indust. Prem.... 3,181,779 ...+..:. ° 
Columbian Nat..... 6,361,777 1,817,878 
Acci. & H. Prem. 412,860 .......- 
Berkshire Life . 6,176,857 2,204,317 
N. American, Can.. 6,138,451 1,041,582 
Wash. Fidelity Nat. 6,037,245 133,624 
Acci. & H. Prem. 6,479,084 = ....045. 
Indust, Prem.... 508,863 ...seee ° 





Peoria Life ....... 
Atlantic Life ...... 
Royal Union ...... 
Colonial Life, N. J. 

Indust. Prem.... 


Western States L.. 
Provident L. & A.. 
Acci, & H. Prem. 
Occidental Life, Cal. 
Acci. & H. Prem. 
West-Coast Life. 
Inter-Southern hain 
Bankers Life, Neb. 
Continental L., Mo. 
Acci. & H. Prem. 
Bankers Reserve... 
Columbus Mut. .... 
Acci, & H. Prem. 
American Central.. 


Security Mut., N. Y. 
Midland Mutual.... 
Crown Life, Can.... 


Southland Life..... 
Continental L., Ill.. 
Commonwealth, Ky. 
Indust. Prem.... 
Home Life, Pa..... 
Indust. Prem. 
Teachers Ins. & 
Baltimore Life 
N. Amer, Reassur.. 
Old Line Life, Wis. 
Acci. & H,. Prem. 
Boston Mutual 
Presby. Ministers.. 
Central States Life. 
Union Mutual, Me.. 
California State.... 
Indianapolis Life... 


Manhattan Life.... 
Ohio State ........ 
Acci, & H. Prem 


Volunteer State.... 
Springfield L., 


| Gt. Northern IL. 
Acci. & H. Prem. 
Cont’l Amer., Del 
Ohio Nat. Life..... 
Acci. & H. Prem. 
Philadelphia Life. 
Reserve Loan Life. 


| N. Amer. 


| Central 
| Bankers Heal. 


Equitable L., D. C. 
Acci. & H. Prem. 
Life, Ill. 
Bank.. 
Mut... 
& Acci. 
Prem. 


Mass. Svgs. 
N. Carolina 
United Life 
Acci. & H 
Montana Life 
Lamar Life 
Southern States 
» Canada.. 
Life, Il... 
& lL. 
Prem.... 


Indust. 
Durham Life ..... 
Indust. Prem.... 
Shenandoah 








3,767,034 


305,871 


3,655,374 
3,650,059 
3,359,291 
3,331,433 
3,178,374 
3,163,696 
3,086,201 


,343,961 


3,040,774 
1,656,897 


2,9 


2'909'2 


77,665 
2,951,860 
96 


2,844,172 


ett 16 





182,147 


"21,416 


2,194,761 
2,184,909 


i. 


2,027, 
5 


974,177 


838 





1,899,177 
879'902 
855,030 
193,616 


,797, 551 


1, 
1, 


1 





" 
1 
1 


"680" "101 
,667,869 
666.614 


1,580,302 


1, 
1, 


484,656 
580,194 


1,506,168 
1,530,908 


(CONTINUED ON PAGE 10) 











FREDERICK H. ECKER 


President 


1,005,113 
1,000,525 

888,309 
1 ,146,2 229 


620,445 
390,379 
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949,054 


_ 
om ert 
5 wee 
o 
- 


1,212,519 
204,862 


, 967,341 
539.189 
332°858 
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298°941 
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Vice-President 
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NATIONAL LIFE U. S. A. 
STOCK DISTRIBUTED 


P. W. Chapman & Co. Will Sell 
Shares to Agents and 
Policyholders 


LAY HEADS THE COMPANY 


A. M. Johnson Will Retire—No Other 
Change in the Official or Field 
Personnel 


is made this week that 

New Y ork 
Chapman & Co, has pur- 
stock of the 
and it will be 


Announcement 


the Chicago and banking 
house of P. W 
chased a large amount 
National Life, U. S. A, 
generally distributed by a banking group 
The statement by P. W 
Chapman & Co 

“The 


years in 


ol 


official issued 
says: 

outstanding transaction of many 
life 


soon take place when the 


insurance financing will 


130,000 policy 


holders, officers, employes and agents of 


the National Life U. S. A. of Chicago, 
one of the ‘big ten’ among life insurance 
stock companies, will be offered an op 
portunity to participate in the profits as 
stock owners. The National Life has 
heretofore been one of the most closely 
held corporations in this country. Own- 
ing more than $ 57,500,000 of assets and 


with outstanding insurance in 
$287,500,00, the company 
dividends of 2 percent to 
ually 1920. Last year 50 percent 
was paid. In 1923 and in 1927 stock 
dividends of 100 percent were distributed 


excess ol 
has paid cash 
50 percent an- 
since 


ts growth has been steady for over 
50 vears., 
Will Underwrite Stock 
‘Arrangements to offer the stock to 
policyholders, along with the officers, 


employes and agents in 41 states, will be 
‘onducted by P. W. Chapman & Co., 
Chicago and New York bankers, in 
association with others. The bankers 
ive agreed to underwrite any part of 
the stock that may remain over after the 
riginal subscriptions have filled 
No new company financing will occur in 
onnection with the offering. It is pointed 
mit that the transaction will mark a sig- 
uficant departure from older methods 

life insurance stock distribution, inas 
much as seldom, if ever, have policyhold 
rs and agents been given the 
tunity to become substantial owners of 
heir company, 

Value Put at $33,300,000 


“While the company’s paid-in capital 
is $2,000,000, the conservative value oi 
he corporation as respects stockholders 
Fondiller 


been 


oppor 


was appraised by Woodward, 

& Ryan, independent actuaries of New 
York, at $33,300,000 as of Feb. 11. 
Among the treasury assets are 10,955 
shares of stock—the largest single hold- 
ing—of the new Continental Illinois 


Bank & Trust Company of Chicago, the 
nstitution which has been describéd as 
‘the largest bank in the world under one 
roof,’ 
“The 
largest 


National Life U. S. A. is the 
and oldest life company of Illi 
nois Its headquarters are in Chicago. 
The company was originally chartered 
under a special act of congress in 1868. 
In 1927 the Michigan Mutual Life was 
bought by the National and consolidated 
with it. 

Financial Statement 


as of the end of 
admitted assets 
$26,499,870 
on real 
valued at 


sheet, 
showed total 
,514,133, of which 

first mortgages 
estate secured by property 
more than $70,000,000. Gross income 
in 1928 amounted to $12,959,098; dis- 
bursements were $7,644,919: increase in 
reserves totalled $2,188,527 and the gain 


‘The balance 
last vear, 
of $57 
represented 





4 


in surplus after dividends was $2,625,652. 
Robert D. Lay, an executive of the com- 
panv for the last 27 years and its presi- 
dent since 1926, will continue as its 
chief executive officer.” 

Lay and Webb at Helm 


President Lay will continue to have a 
very large interest in the company. 
Walter E. Webb, vice-president, who has 
been closely associated with President 
Lav in the company for many years, 
will also acquire a substantial interest. 
It is anticipated that the board of di- 
rectors will comprise outstanding men 
of business and finance. Both President 
Lay and Vice-president Webb are men 
who have spent ‘their entire lives in the 
insurance business and are capable ex- 
ecutives in every department of life 
underwriting. The new regime prom- 
ises a progressive and substantial de- 
velopment of this company, which already 
has enjoyed a history unique in the 
record of the life insurance business. 

It is felt that the National Life U. S. 
A. which has always been a large earner 
and one of the strongest financial insti- 
tutions in the middle west offers a 
splendid opportunity for growth under 
its capable management. 


History of National Life U. 8. A. 


The company was founded in 1868 in 
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sued by a special act of Congress, to 
Jay Cooke, the famous banker of Civii 
War times. Following a rapid growth 
in the early years, the writing of new 
business was discontinued until January, 


| 1900. While no new business was writ- 


ten for nearly 20 years prior to that 
date, the company continued to function 
in the conservation and management of 
the business with the result that the 
assets increased to a sum far in excess 
of the total amount of insurance in 
force. As a matter of fact, this com- 
pany is the one which proves the the- 
ory that new blood is not necessary to 
enable a life company to continue in 
business. 
A. M. Johnson Retires 


Albert M. Johnson, who has been in- 
active in its affairs for some time past, 
now retires from the company. Robert 
D. Lay, president, went with the insti- 
tution in 1902, taking a minor position, 
and during the next 25 years, or up to 
date, Mr. Lay passed through practical- 
ly every department to the position he 
now occupies, having been made secre- 
tary in 1906, vice-president and secre- 
tary in 1920, and president since 1926. 


Lay Is Man of Ability 


Mr. Lay combines the rare combina- 
tion of a truly friendly nature and sym- 


der of business sagacity and financial 
judgment. He possesses the ability to 
act wisely in the present with due re- 
gard to the future, having vision with- 
out in any sense being visionary. He 
enjoys the warm affection of the field 
organization and is looked upon as a 
leader who takes a personal interest in 
every member of the staff in and out 
of the home office. 


Mr. Webb’s Career 
Walter E. Webb has been in the life 


insurance business for more than 25 
years, having begun as an office boy 
with Kimball & Norton, general agents 
of the Northwestern Mutual in Chicago, 
later becoming an agent in the home 
office agency of John Newton Russell 
for the Pacific Mutual in Los Angeles. 
He went to San Francisco as general 
egent for the Connecticut Mutual Life, 
becoming associated with the National 
Life U. S. A. in 1917 through President 
Lay, who at that time was seeking a 
young man to assist him in field organi- 
zation development. Mr. Webb began 
with the National Life U. S. A. as 
agency supervisor, later becoming su- 
perintendent of agencies and vice-presi- 
dent since 1924. 

These two men have acquired the 
reputation as being admirably adjusted 
to work together in the upbuilding of 


Washington, D. C., 





under a charter is- 


pathetic understanding with a high or- 





any enterprise. 


President Lay has the 
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HOW TO WEIGH 
AN ELEPHANT— 


EGEND has it that a certain great 

ruler in Hindustan was stricken 
with a sickness supposed to be fatal. 
But by some miraculous turn. of for- 
tune, the ruler was spared his life, and 
in his gratitude, he decided to give a 
large sum to the poor of his kingdom. 
He possessed a magnificent elephant 
whose size was the marvel of all who 
saw it, and he issued orders that a sum 
of silver, equal in weight to that of the 
elephant, should be distributed. 

But how was the elephant to be 
weighed? The most skilled carpenters 
were unable to contruct a_ balance 
strong enough to support the weight 
of the elephant. The wisest men in the 
kingdom were called into conference, 
but they were unable to solve the 
puzzling question. Just when it began 
to appear that the problem was un- 
solvable, an old sailor was ushered be- 
fore the. ruler with the information 
that he could weigh the elephant. 

With the promise of a large reward, 
the sailor set to work. He secured a 
large and sturdy barge and had a plat- 
form built upon it. After much persua- 
sion the elephant was induced to walk 
out upon the barge. This caused the 
barge to sink far down into the water, 
and the sailor marked the level all the 


way around. The elephant was then 
led off, and silver was heaped upon the 
barge until it again sank to the same 
level. When this occurred, the sailor 
of course had the elephant’s weight in 
silver. 

We of the Life Insurance Business 
also have an elephant to weigh. This 
famous elephant is much _ talked 
about, its weight is conceded to be 
enormous, but little is actually known 
about it. The name of this elephant is 
“Public Opinion.” 

Public Opinion quite often turns out 
to be a “white elephant.” But for those 
who can properly weigh it, Public 
Opinion is frequently worth its weight 
in gold. On a basis of satisfied cus- 
tomers and repeat orders, public opin- 
ion weighs in noticeably heavier each 
vear on the Union Central scales. 





Customers Who Come Back Because of 
Greater Satisfaction Every Year 


Per cent of annual new business written by 
The Union Central on old policyholders. 


reer re ee rere 44% 
Dn UiedeeSne*vagieeiestisdwepeeciand 43% 
Pe ScadeGsU6 06deGiseueeesncexeecdan 42% 
0 BPE rer. 39% 
EE Chtgraiies «wd aman ee aaw eta nn anaes 38% 


Revivals and additions are not included in 
the above figures. 











THE UNION CENTRAL LIFE INSURANCE CO. 


FOUNDED 1867 


CINCINNATI, OHIO 


Jesse R. CLARK, JR., PRES” 

















progressive spirit and desire to do the 
things which will enable the compan) 
to go forward apace with the times 
Broadening coverage, extension of the 
complete protection accident and health 
department, group insurance and aggres- 
sive field development are in the con- 
templated program. 


ASSESSMENT PLAN HELD 
LEGAL IN WISCONSIN 





MADISON, WIS., March 28.—As- 
sessment associations creating a fund for 
the benefit of deceased members by the 
payment of a dollar upon the death of a 
member have discovered a plan of oper- 
ation by which they can continue in 
business without interference on the part 
of the state insurance department be- 
cause of alleged violation of the state 
life insurance laws. 

At the request of Commissioner M. A. 
Freedy, the attorney-general’s depart- 
ment has rendered an opinion upon a 
plan of organization of these associa 
tions where the payment is placed on a 
purely voluntary basis. The opinion 
says if the payment is voluntary there 
is no law in the state to which the as- 
sociations are amenable. 

There are a number of these assess- 
ment associations in southwestern Wis- 
consin and the opinion was requested 
by Richland county citizens who have 
reorganized their society on a_ plan 
where they will take in members upon 
the payment of $1 for membership. It 
is provided there shall be an assessment 
of $1 upon the death of a member to 
create a fund for the benefit of the de- 
ceased member’s beneficiary. 

It is likely a bill will be introduced 
into the legislature to meet the new 
plan of these assessment societies and 
to try to prevent their continuance. Un- 
doubtedly the residents of southwestern 
Wisconsin will oppose the bill as they 
desire the societies and claim they aif- 
ford them a cheap insurance protection 


Seek Uniform Act in Newfoundland 


Efforts will be made by Canadian liic 
companies to have the uniform life in- 
surance act, which is already in force 
in most of the Canadian provinces 
adopted in Newfoundland. The latter is 
a separate British colony and not a part 
of the Dominion of Canada, but most of 
the life insurance business in it is written 
by Canadian and United States com- 
panies. 


Eureka-Maryland’s Special Drive 


The special effort being made by the 
Eureka-Maryland Assurance for busi- 
ness in honor of President Warfield 1s 
meeting with unprecedented success, 
and it is anticipated that all previous 
records will be broken by this cam: 
paign. 

The annual statement of the compat) 
shows that it has assets of approx! 
mately $5,000,000, a gain of $757,623. 
total of $19,874,522 in new insurance was 
written last year, which made the tota 
in force $60,510,205. Substantial gains 
were reported in every department last 
year. The company writes both indus 
trial and ordinary life insurance. 





Question of Income Tax 


The Minnesota Mutual Life in th 
case of the company against the Unite¢ 
States court of claims has filed a pet 
tion for a writ of certiorari before the 
United States Supreme Court to decitt 
whether the deferred dividends reserv¢ 
funds which the company is required t 
maintain by the insurance laws and )) 
the Minnesota insurance department an 
those of other states were “reserve !uné 
required by law” within the meaning © 


the revenue act, the net additions © 
which were deductible from gross 
come. 


There is no such thing as a good m# 
gone wrong. It’s just a bad man foul 
out. 
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NATIONAL ASSOCIATION — 
IN MID-YEAR SESSION 


Trustees and Executive Commit- 
tee Meeting in Chicago 
This Week 


TO CONSIDER NEW IDEAS 


Many Plans for Coming Year Promise 
Great Development of 
Organization 





At the mid-year meeting of the trus 


committee of the 
Life Underwrit 


Drake Hotel 
Saturday of 


tees and executive 
National Association of 
at the 


and 


ers in session in 


Chicago Friday this 
week, the 


appear for the first 


association line-up will 
time 
new ideas will be presented for pro- 
by the Sev- 
faces will be 


new 
and a number 
executive body. 
the 


new 


nulgation 
gathering 
of 


be 


in 
and the 
association 
President Paul Clark and 
the 
committee 


eral new 


ior the first time mode 


nominating officers will 
t into effect, 


the executive committee naming 


special advisory nominating 
this week, which will report at the an- 
ual meeting to the regular nominating 


committee, 


Expect Much Progress 


Roger B. Hull, managing director of 
the association, will report to both ses- 
that of the trustees on Friday 
ind that of the executive committee on 
Saturday. There are a number of proj- 
ts which he has had in mind for some 
tme and will probably present at this 


sons, 


session, including the advisability of 
adoption of a manual on association 
practices, the coordination of sales con- 


gresses throughout the country, the es- 
tablishment of a research department 
and speakers bureau by the association 
ind the development of cooperative ef- 
torts by women’s clubs throughout the 
country. In his report of the half year 
ctivities, Mr, Hull will report in detail 
1 the membership campaign, which he 


recently said was going over the top, 
with the 20,000 members assured by 


June 30. 
Many New Faces 


lo further the women’s club coopera- 


ton the executive committee will hear 
Mrs. W. S. Pritchard of Garner, Ia., 
resident of the Federated Women’s 
Clubs of lowa, who will tell of the ef- 
lorts thus far in Iowa and the gratify- 

g results in that direction. Miss B. B. 


McFarlane of New Orleans will report 
m the educational committee work of 
the year. Robert L. Jones, new treas- 
“rer of the association, will make his 
ist appearance and will report on the 
recent audit of the books, which showed 
that the association has now emerged 
nto the black, after considerable period 

the red. In this connection, it is 
expected that Mr. Hull will recommend 
ie appointment of a budget and finance 
“mmittee, to direct the finances of the 
‘sociation in an efficient manner, 

John C. McNamara of New York 

will appe ir for the first time as chair- 


an of the publications committee, re- 
orti ing on its work. Julian S. Myrick 
ot New York, past president, will re- 
Port on the advertising campaign now 
under consi ideration, the product of this 
; sociation in cooperation with the Life 


‘Nsurance Sales Research Bureau. 

_ Mr. Hull's new assistants in the head 
ice will be present for the first time. 

LL, Hoffman, the new assistant man- 
Pa ing director, will be present for the 
¢ feld time and outline his program of 
W; evelopment which he is planning. 
“4, ilford Jones, associate editor of the 
‘sociation News,” the monthly maga- 
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TRAVELERS SURVEY SHOWS INCREASE | 
IN AUTOMOBILE DEATHS CONTINUES || 














Approximately 27,500 persons were |cludes such deaths. Twenty-five states, 
killed in motor vehicle accidents in the | comprising more than half the country’s 
United States last year, it is indicated | popuiation, m reporting 16,119 deaths in | 
by a nation-wide survey which includes | 1928, as against 14,530 in 1927, included 
hgures trom all but three states in their tigures the deaths caused by 

This toll of life is more than 7 per- | collision ot motor vehicles witn trams | 
cent greater than the number who met | and street cars. With these diterences | 
death in motor vehicle accidents in|im the reports, the total tatalhties re 
1927. If a similar increase should be | ported by all the 45 states and the Dis- | 
reported this year, it would mean the | trict of Columbia for the year were 24, 
death of almost 30,000 persons. t+, aS agaist 25,100 mm lows 

With approximately 25,000,000 motor Miah Leas Ratie States 
vehicles registered in the country at the 
close of last year, a fatality toll of ap New York state, which for several 
proximately 27,500 means the death of | years has shown a motor vehicle fatal 
one person for approximately every 900 | ty toll in excess of 2,000, has been 
cars. On an average, also, 75 persons | Joined by Illinois with a record of 2,068 
were killed in motor vehicle accidents | deatns m 1928, Eight states, meluding | 
during each day of last year, or about | Montana, Texas, South Dakota, Jen- | 
530 each weck nessee, Oklahoma, Knhode Island, Con- | 

necticut and New Mexico, report an | 
Fatality Record Last Year increase last year of more than 25 per 

In 1927, according to the United | ©e™t ™ the number of persons killed in | 
States Department of Commerce, the | ™°ter vehicle accidents Montana, with | 
total number of persons killed in motor | 4 84! of more than So percent, had the | 
vehicle accidents, including deaths caused | 8T¢atest increase, while Texas and 
by collision of motor vehicles with South Dakota also exceed their 1927 | 
trains and street cars, was 25,533. Ap- | atality tolls by more than 50 percent. | 
plying the 1928 increase of 7.36 percent. Kight States Show Reduction | 
as shown by the figures obtained by the = , 
lravelers from directors of vital statis- | Of the 35 states and the District of 
tics and motor vehicle departments in | ‘ olumbia reporting final figures for last 
45 states and the District of Columbia, | >**" only eight states, including Ari- | 
“ag cegggcetoacs : | zona, Arkansas, Idaho, Iowa, Nevada, | 
it is seen that the fatality record for | am Meetiion ot aol 
1928 is approximately 27,500. Vir — 8 ome arouna and 

irginia, show a reduction in the num- | 
Number May Exceed 27,500 ber of deaths caused by motor vehicle 

The number of motor vehicle deaths | 4¢cidents. Eighteen of the states report 
last year may exceed 27,500, because the | 4" Icrease in excess of 7 percent, while | 
average indicated increase of 7.36 per- | °! oe ame remaining and the District | 
cent includes provisional figures from 10 | 0! Columbia, where the increase was 
states. In three of these states, and in | [¢sS.than 7 percent, Michigan and New 
10 others and the District of Columbia, York are the only two with an increase 
where complete figures were reported, less than one percent. — 
all or part of the deaths caused by col- The motor vehicle fatality record of 
lision of motor vehicles with trains and | the 45 states and the District of Colum 
street cars are excluded. In Pennsyl- | ia. although including provisional fig 
vania, also, the 1928 provisional fatality | UT¢s from 10 states, discloses that fewer 
toll excludes deaths resulting from col- | PeTsoms were killed in 1928 in motor 
lision of motor vehicles with trains and | Vehicle accidents in only 14 states, 
street cars, although the 1927 figure in- | When the 10 states reporting only pro 

visional figures finally complete their 

SSSSSSSsSsSsSsS890—=—=s5. | tabulation, a number of them probably 

zine of the organization, will be present will show increases instead of decreases 

to outline the plans of development of an , 

the paper and also to discuss the pro- Will Write Ordinary 
posed research and speakers bureau. The Home Security Life of Durham, | 
ee ee N. C which was organized severa! 

years ago and has written only indus 

The entire organization reflects a new | trial business, announces that it now is 
spirit of progress which indicates a rec- | to write ordinary business also rhe 
ord year and record convention this fall, company will expand its field, which | 


plans for which will begin to unfold at 
the mid-year session in Chicago. 
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President 


has been composed only of North Caro 


lina and the District of Columbia 





WALTER E. WEBB 
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OVER 100 BILLION OF 


| Interesting 
the 1929 Little Gem Life 


RANK OF 


United States field 


| Record 


INSURANCE IN FORCE 


Figures Taken from 


Chart 


THE COMPANIES 


Shows that There Are Now 


Seventeen with Billion Dollars 


Outstanding 

Figures of 274 regular legal reserve 
companies which have been taken from 
reports made to the compilers of the 
Littke Gem Life Chart,” published by 
rue Nationa Unperweriter, show total 
linsurance in force of $96,690,183,987 
his represents an increase of $6,439, 
382.252 over the total which was re- 
ported by 278 companies in 1928 Che 
few companies that are missing in this 
table would not affect the aggregate 


| materially Che ordinary business is re 
| sponsible for virtually all of the in 
cre; 

Considering the life insurance in force 
in the fraternal societies, which runs 
between 10 and 15 billion, the assess 
ment hie companies and the smaller in 
dustrial life companies, the insurance in 
torce 1s well over $100,000,000,000 at the 
|} Present tink 

Rank of Companies 

The accompanying table, giving the 
rank of the company according to the 
insurance in force, includes seven Cana- 
dian companies, all of which are operat 
Jing in this country, but their insurance 
m torce 1s only about 15 percent in the 
United States It will be noticed that 
the Sun Life of Canada has jumped 
from 13th to 11th place in rank, which 
advancement is made no doubt on ac- 
count of the rapid expansion in the 


Ihe Missouri State 


Life has advanced from 20th to 15th place 


rank, 


surance 


about 


Lincoln 


Seventeen 


he 
substantial 


iorce, putting it 


reinsurance 


to 24th 


Connecticut 


of the 
$300,000,000 


a large part to the rein- 
International Life, adding 
in this manner. The 
Life, active in 
field, advanced from 


due in 


National 


also 


plac e 


Billion Dollar Companies 


General showed a 
in insurance in 
the billion dollar 


increase 
in 


class, making 17 companies in all having 


over 


The 


a billion dollars insurance in force. 
total of the 


billion dollar companies 











is over 70 billion, being the greater 
part of the insurance in force. 

In the listing below, there are separate 
items showing how much of the total 
is group and industrial 
1928 1927 

1 1 Metropolitan $16,371,956,002 

Grp ee 2,249,289,338 
Si phases 6,297,013,786 
2 2 Prudential 12,981,583,248 
Grp 770,509,527 
Ind 6,606,650,018 
3 3 New York. ... 6,781,316,618 
1 4 Equitable, N wa 6,187,158,889 
Grp. ee : 1,151.671,955 
5 BS TeRVOlTS cccces 4,494,108,241 
Grp. neenssese 1:313.246. 500 

6 6 Mutual, N. Y.... " », 874,008 

7 7 Northwtn. Mut.. 3,700,680,850 

S 8 Aetna 3,577,316,543 

OO ee 1,406,152,132 

9 9 John Hi: Anco ee 3.0! 30, 065,855 

COTA, ccccccsces 152,1 
ih etiastenaas 
10 10 Mutual Benefit.. 
11 13. Sun Life, Can... 1, 912 '998.180 
Ws oc beuee was 180,609,711 
12 11 Penn. Mutual 1,833,911,610 
13 12 Mass, Mutual 1, 804, 256,531 
14 14 Union Central... 1,531.6 
15 20 Missouri State.. 1. 195,675,940 
Se «vecedenee 321,020,185 
16 15 New Eng. Mut.. 1,113,810,563 
> > > 
17 16 Conn. General... 1,046,235,710 
18 17 Provident Mut... $23,345,010 
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*. Clark, president of the National as- 
sociation, delivered a message from that 
ganization. After reviewing some of 
the great achievements of the past decade 
and quoting Roger Babson as to pos- 
sibilities of the future, Mr. Clark said 
n part: 

“Let’s compare 1917 with 1927, the 
latter being the latest obtainable figure. 
In 1917 there was $27,000,000,000 insur- 
ance in force, representing in assets 
$5,900,000,000, while in that year $3,800,- 
000,000 new business was written. On 
December 31, 1927, insurance in force 
had increased to $87,000,000,000 and the 
assets to $14,400,000,000, while the pro- 
duction of new paid for business had 
risen to approximately $17,000,000,000. 

“The amount of insurance in force in 
the United States is likely to pass the 
$100,000,000,000 mark some time this 
vear. 

Quality Service Seen 


“One part in the improvement which 
must take place during the next decade 
all centers in a better quality of life un- 
derwriter, in his better business and 
financial training, in better self-manage- 
ment, and, most of all, his ability better 
to analyze and handle the life insurance 
needs of our increasing population. | 
predict that the great gains in volume 
will be accomplished with little or no 
increase in the number of agents. 

“Another development of business in- 
surance in the next decade will be the 
use of life insurance for the retirement 
of corporate indebtedness, be it in the 
form of bonds, notes or mortgages, since 
there is a growing appreciation of the 


value of the endowment policy as the | 


best form of sinking fund provision tor 
the liquidation of these liabilities. 1 
predict that another great development 
of busness insurance will be the sale of 
pension plans for the retirement of em- 
ployes at advanced ages. Its possibilities 
in the next decade are as great as group 
insurance has been in the past.” 

Rev. Samuel M. Lindsey of the 
Brookline Baptist church gave an_ in- 
spirational address on “The Art of Liv- 
ing Together.” Mr. Lindsey emphasized 
the importance of putting one’s self in 
the place of another, calling on the 
imagination as to the other man’s views, 
the idealization of each other. 

Legislation Reviewed 


Edward I. Brown, of the Boston as- 
sociation’s legislative committee, re- 
viewed the progress of the bill to com- 
bat the subsidized savings bank life in- 
surance plan in Massachusetts. 

Vice-president James V. Barry of the 
Metropolitan Life then gave one of his 
inspiring talks, called “Tower Broad- 
casts,” as a close of the morning’s pro- 
gran 

Luncheon was presided over by 
Charles C. Gilman, who enlivened the 
hour with stories. 


Vice-president Alex M. Hammer of 
the Boston association. who presided at 
the afternoon session, first called on 


William L. Wadsworth, who spoke on 
the topic “How to Meet Our Toughest 
Competitor.” 

Mr. Wadsworth said the biggest thing 
to combat is the blue sky idea of how 
a family is to be protected. Imaginary 
methods will not work. If a man has 
only $10,000 he can do only one of three 
things: spend it; invest it at 5.2 per- 
cent, or speculate. If he is earning 
$2,500 or less he has no right to go to 
the stock market to speculate. He will 
not be able to carry out an elaborate or 
complete plan of protection for the fam- 


ily. But he can see the value of his 
widow getting a check the first of 
every month for even a small amount. 


Harvey Weeks, general agent of the 
Provident Mutual Life at Buffalo, de- 
livered the interesting address on “Oats,” 
which was one of the outstanding ad- 
dresses f the last convention of the 
Nationa! association. 

Raymond P. Miller substituted for 
Harold P Cooley of the New England 
Mutual Life, on the topic of “Insuring 
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Insurance.” He made a plea for trust 
funds and income insurance. 

Isaac S. Kibrick of the New York 
Life in Brockton, Mass., was the clos- 
ing speaker of the congress. He told in 
an interesting way of “How I Sell Busi- 
ness Insurance.” He kept entirely away 
from the technical side of the picture and 
amusingly told how he approached his 
prospects. Mr. Kibrick declared he 
tries to use the human element in mak- 
ing his approaches, leaving all elaborate 
preparation of a program for the last 
stages of the sale. 


SPECTATOR HAS BEEN SOLD 


Old Insurance Journal Passes Into the 


Hands of the United Business 
Publishers 


NEW YORK, March 28.—Announce- 
ment was made today that the United 
Business Publishers, a corporation that 
owns a number of business papers, has 
acquired the “Spectator,” one of the 
oldest insurance papers, established in 
1868. Lee, Higginson & Co., the bond 
house, is now marketing $2,150,000, 15- 
year 5% sinking fund in gold notes to 





reimburse the company for expenditures 
made in connection with the acquisition 
of preferred stock of the United Pub- 
lishers Corporation and to provide funds 
for the acquisition of additional prov 
erty. Among the well known papers 
owned by this concern are the “Iron 
Age,” “Hardware Age.” “Dry Goods 
Economist,” “Dry Goods Reporter,” 
“Boot & Shoe Reporter,” “Automotive 
Industry,” “Technical Journal,” and 
so on, 


President Arthur L. J. Smith of the 
“Spectator” said that the publication 
would continue as a corporation and it 
would be conducted by virtually the 
same staff as in the past. The United 
Business Publishers was organized ia 
April last vear to take over the United 
Publishers Corporation, which was or- 
ganized in 1911. The company devel- 
oned business papers, catalogues and 
directories. 

The Spectator Co. elected a new board 
of directors, as follows: A. C. Pearson, 
A. L. Davis, Arthur L. J. Smith, H. J. 
Wright and Loughton T. Smith. Ar- 
thur L. J. Smith continues as president 
of the Spectator Co. and has also been 
elected a director of United Business 
Publishers, Inc. L. T. Smith, son of 
President Smith, who has been a vice- 
president of the Spectator Co., is elected 
vice-president and general manager of 
that corporation instead of Charles H. 
Nicoll. Otherwise the official staff of 
the Spectator Co. remains unchanged. 

The Spectator is one of the oldest of 
the weekly insurance papers of the 
United States, having been founded in 
1868. In addition to publishing the 
newspaper, the Spectator Co. has built 
up a very large insurance publication 
business, including the Insurance Year 
Book, annual charts and, other statistical 
publications, as well as a large list of 
books on various branches of insurance. 
Arthur L. J. Smith joined the Spectator 
in 1877, purchased an interest in 1888, 
and has been an officer since that time. 
He has been president for 20 years. 


Plans to Add to Building 


It has been announced that the 
Kansas City Life will start an addition 
to its home office building in Kansas 
City, Mo., probably within the current 
year. The addition will be an exact 
replica of the present building, and will 
give the building similar entrances on 
both Broadway and _ Pennsylvania 
street. The present home office struc- 
ture was completed in 1924 at a cost of 
$1,500,000. Since that time the Kansas 
City Life has practically doubled its 
business in force and is in need of ad- 


ditional room. The company owns a 


five-acre tract in an outlying business 
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A veritable paradise for the devotee of that fascinat- 
ing sport which numbers its followers by millions—golf! 
Smooth tees that face an exotic vista of noble trees and 
undulating leas, velvety fairways that saunter alluringly 
over verdant knolls and through shady dells, enticing 
greens that charm the eye and put the most priceless of 
man’s antique carpets to shame—that is the delectable 
course at Biloxi, Mississippi! 

American Central Field Club members who love the 
game of games will have an opportunity to play this 
wonderful course in January, 1930, when the Club holds 
its annual vacation. All of which goes to show that ex- 
cellent production and outstanding renewal experience 
are valued and rewarded by a Company that has ever 
stood for ideals which assure permanent progress and 
lasting good-will. 


CEZDCERS 


Just one of the many reasons why American Central 
representatives are happy and successful, 
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section on which the building stands. 
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SUBJECTS GIVEN FOR 
ACTUARIES’ PAPERS 


—_———- 


STOCKHOLM GETS MEETING 





International Congress Outlines Topics 
That Will Be Treated at Next 
Year’s Conclave 


The International Gongress of Actua- 
ries will hold its ninth meeting at Stock- 
holm, Sweden, June 16-20 next year 
under the auspices of the Swedish 5o- 
ciety of Actuaries. The announcement 
contains the following information as to 
subjects for papers: 

(a) Distribution of Surplus. 

(b) Relative Merits, to Policyholders, 
of Participating and Non-Participating 
Insurances. ae 

(c) Change in Distribution of New 
Insurance as between Life and Endow- 
ment Plans. 

(d) Practical Value of Theoretical In- 
vestigations concerning Mathematical 
Risk and their relation to Reassurances. 

(e) Mortality of Lives Substandard 
because of Personal or Family History 
or Tuberculosis. 

(f) Application of Technical Methods 
to Disablement Insurance, Private and 
Social. 

(zg) Old Age Pension and Disablement 
Allowance Schemes, Private and Social. 

Papers must not exceed 5,000 words 
in length and, with a brief summary 
of about 200 words, must be in the hands 
of the secretaries of the organizing com- 
mittee by D@&. 31, 1929. In a letter to 
actuaries in the United States and Can- 
ada, John S. Thompson, 300 Broadway, 
Newark, N. J., of the permanent com- 
mittee for these two countries, says: 


Papers May Be Contributed 


“Actuaries are invited to contribute pa- 
pers on any of the above subjects. It 
is desirable that such papers as are pre- 
sented be fully representative of Ameri- 





can thought and opinion and as credit- 
able as at former congresses, and, 
further, that our articles be suitably 
distributed among the suggested topics. 
Will prospective contributors, therefore, 
inform the undersigned as soon as possi- 
ble which official topic they intend to 
discuss and what phase of it will be dealt 
with. The American committee will give 
due consideration to the suggestions re- 
ceived and correspondents will be 
promptly advised as to the committee’s 
views. Because of limits necessarily as- 
signed by the organizing committee, it 
may be impossible for the American 
committee to accept all papers offered, 
or it may be necessary to ask contribu- 
tors to deal with some other topic than 
that first contemplated, in order that a 
balanced participation may result. It is 
hoped, however, that these possibilities 
will not deter any who have planned to 
present papers from discussing those 
plans with the committee.” 


Transcontinental About Ready 


The Transcontinental Life, with head 
office in the Commerce Exchange build- 
ing, Oklahoma City, expects to begin 
writing business as soon as its policy 
and other forms are completed by Ac- 
tuary J. D. Waite of Wichita, Kan. The 
company has an excellent list of officers 
and directors. George A. Henshaw is 
president; John E, Dixon, vice-presi- 
dent; John W. Harreld, Secretary; Scott 
Ferris, treasurer, and R. R. Bell, general 
counsel. T. P. Foster is superintendent 
of agents. 


Travelers’ First Policy 


The Travelers calls attention to the 
fact that 65 years ago the company 
sold its first accident insurance. The 
contract was verbal. The assured was 
James Bolter of Hartford. He was 
covered to the extent of $1,000 while 
walking from the postoffice in Hartford 
to his home on Buckingham street. 
The premium was two cents. 





VETERAN QUITS FIELD 
AFTER 27 YEARS’ WORK 





NEW DEAL ON AT ATLANTA 





H. M. Willet & Son Are Retiring as 
General Agents of the Penn 
Mutual Life 





The firm of H. M. Willet & Son, 
general agents of the Fenn Mutual Life 
at Atlanta, is dissolved. by the retire- 
ment of Hugh M. Willet, who desires 





HUGH M. WILLET 


relief from intensive work of agency 
expansion after 27 years in service of 
the company. He served a term as 
president of the National Association 
of Life Underwriters. He is one of At- 
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lanta’s foremost citizens. He continues 
as a personal producer. Lawrence Wil- 
let, his son and partner, remains as per- 
sonal producer. He has notable ability 
as such. It is expected he will become 
one of the leading producers of the 
country. Atlanta and northern Georgia 
temporarily is in charge of W. Stanton 
Hale, acting manager who made a fine 
record at the supervisors’ school at the 
home office last December. Effective 
organization work will be done in the 
Atlanta field. 


WALLINGTON IS AGENCY 
HEAD OF GIRARD LIFE 


I. D. Wallington, who has been one 
of the agency superintendents of the 
Northern States Life of Hammond, Ind., 
has been appointed manager of agencies 
of the Girard Life of Philadelphia. Mr. 
Wallington is a Michigander. He owns 
a big farm near Lansing. He was for 
merly state manager of the National 
Life of Canada, being located in Detroit 
Mr. Wallington is a man of force and 
ability. 

Mr. Wallington is a graduate of the 
University of Michigan and after he 
got out of college he practiced law 
Later he started as a field supervisor 
for the Michigan Mutual Life at De- 
troit. In 1913 he entered the service 
of the Pittsburgh Life & Trust, remain- 
ing until that company went out of 
business in 1917 when he returned to 
Michigan as agency manager for the 
Grange Life. Mr. Wallington, after 
joining the Northern States as manager 
of. agencies, built up a_ substantial 
agency organization. 


This is the time of the year to order 
your Unique Manual-Digest and Little 
Gem Life Chart. The well equipped agent 
has them both, the larger book for refer- 
ence and the Little Gem to carry with 
him. Even a casual analysis of these 
books will show that they are the most 
complete on the market. It is sold by 
The National] Underwriter. 
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brokers. 


Crawford H. Ellis 
President 





Pan-American Life Insurance Company 


Announces the Appointment of 


MORGAN JONES 
Manager Chicago Branch 


568 Insurance Exchange Building 


THE PAN-AMERICAN LIFE writes a complete line of low-cost non-participating policies. 
THE PAN-AMERICAN LIFE has a Substandard Department broad in its treatment of under-average risks. 


THE PAN-AMERICAN LIFE writes Non-cancellable and Commercial forms of Accident and Health Insurance. Its Non- 
cancellable Income Policy is low in rate and broad in coverage. | 
signed especially for Commercial business and are generous in their benefits. 


THE PAN-AMERICAN LIFE combines Accident and Health with Life Policies, affording a rate that is without com- 
THE PAN-AMERICAN LIFE will be pleased to consider brokerage business in the above lines from well established 


MR. MORGAN JONES is in a position to make liberal agency contracts on all lines and will give men contracting with 
him every reasonable assistance. 


PAN-AMERICAN LIFE INSURANCE CO. 


New Orleans, U.S. A. 


Vice-President and General Manager 


Its Cancellable forms of Accident and Health are de- 











E. G. Simmons 
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UNDERWRITERS SHOULD 
STUDY DISTRIBUTION 


Madden Says Beneficiaries’ Needs 
Should Be Carefully Worked 
Out 


SPEAKS AT PHILADELPHIA 


Raleigh Trust Officer Makes Plea for 
Closer Working Agreements on 
Estate Problems 


PHILADELPHIA, March 
servation of life insurance proceeds was 
the general theme of the last two speak- 


28.—Con- 


ers on the afternoon program of the 
Tri-State Life Insurance Congress, 
James L. Madden, third vice-president 


of the Metropolitan Life, and Gilbert T. 
Stephenson, vice-president of the Wach- 
ovia Bank & Trust Company of Raleigh, 
NX. C., and vice-president of the trust 





JAMES L. 


MADDEN 


division of the American Bankers’ Asso- 
ciation, 
The main message brought by Mr. 


Madden in this address, ‘Insurance Serv- 
ice for Beneficiaries,” was that if the 
underwriter will study beneficiaries and 
their needs, he will increase his sales. 

“The life underwriter is paid his 
commission for selling the life contract 
as a whole,” he said. “If he fails to 
study full distribution, he is not render- 
ing full service. It is essential that the 
life underwriter understand the uses of 
life ins surance. Invariably the purchase 
of life insurance is predicated on the de- 
sire of the policyholder to protect some 
beneficiary. 


No Set Formula 


“There is no set formula upon which 
can be built the distribution program 
of beneficiaries generally,” Mr. Madden 
said. “Each case must be treated as a 
Separate entity to which certain funda- 
mental principles will be applied. Rough- 
ly, though, beneficiaries might be 
grouped into two classes—family and 
business. The information and back- 
Sround which an underwriter must have 
available in either of these groups is 
sa broad as to present opportunities 
for specialization. With the rapid growth 
of life insurance and the constantly in- 
creasing number of uses for it, it is con- 
ceivable that as time goes on we will 
* more and more specialization. 
ome may concentrate upon adjusting 


insurance to family needs, whereas others 
May function very largely in estate plan- 
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ning for people of means, and a third 
class might well devote their efforts 
to promote the use of life insurance for 
the protection of corporations and part- 
nerships as beneficiaries.” 

Too Much Condemnation 


He declared that policyholders them- 
selves are primary beneficiaries of in- 
surance policies—live policyholders re- 
ceiving 56 percent of the proceeds. Of 
the remaining 44 percent, 15 percent goes 
to wives, 25 percent to parents and 4 
percent to children. 

‘There is too much condemnation of 
lump sum settlements,” he said, “without 
a full realization of the facts. The bills 
incidental to the death of the policy- 
holder are pavable in lump sums. When 
the average amount of insurance in force 
is considered, there is usually not much 
left to tide the family over the period of 
adjustment. There is, therefore, little 
danger, in the vast majority of cases, of 
unwise investments, borrowing by rela- 
tives, or opportunity for fraudulent stock 
salesmen, when the face value of the 
policy is only sufficient to pay expenses 
for an extremely limited period of time, 
A lump sum settle- 


Say a year or so. 
ment in most cases accomplishes just 
what the policyholder wanted, because 


immediate funds are provided the bene- 


ficiary for expenses. 
Residue Causes Waste 
“The waste in insurance estates is 
more likely to be in cases where the 


amount of insurance is sufficient to pro- 
vide a residue, which in the eyes of the 
beneficiary seems large, after the »pay- 
ment of necessary expenses incidental to 


the death of the policyholder. In these 
cases the waste is due in part to our 
conception of financial success. 00 


often the beneficiary is inclined to think 
how much capital she has, rather than 
what is her income. Nor is it surprising 
to find some beneficiaries more con- 
cerned over the pleasures to be secured 
from the insurance estate than how it 
may be properly conserved. In these 
cases it is possible to safeguard the in- 
surance estate in the interest of the bene- 
ciary in various ways. Then there is a 
large class of beneficiaries who appre- 
ciate the value of having the assistance 
of an insurance company in conserving 
the estate.” 
Fit Majority of Cases 


“The insurance companies’ optional 
settlement plans provide simple methods 
for caring for beneficiaries’ needs, which 
are broad enough for the vast majority 
of insurance estates,” Mr. Madden said. 

“Through the lump sum payment or 
optional settlement plans and combina- 
tions thereof, the institution of life in- 
surance offers a guaranteed investment 
service for beneficiaries which permits 
of wide flexibility. These optional settle- 
ment plans are scrutinized carefully, 
though to be sure that they fall within 
the province of the life insurance com- 
panies which have no desire to go into 
the trust company business. According- 
ly it is not unusual for agents or policy- 
holders to be told that a given proposed 
program should be referred to a trust 
company for administration.” 


Write Larger Policies 


He advocated settlement on an 
optional basis, pointing out that com- 
panies that are writing the larger 


amounts of this form are also writing 
larger policies. “The policyholder,” he 
said, “thinks in terms of income.” Fur- 
thermore, he declared that the optional 
settlement plans, contrary to general 
belief, are not inflexible. He added that 
the installment method of settlement is 
the most popular, with the interest meth- 
od next. He declared that the average 
interest earning of companies for the last 
20 vears was 5 percent. 

Mr. Madden said that one factor to- 
ward stability is the ability of insurance 
companies to keep the corpus of an estate 
working continuously. No other insti- 
trtion. he stated, would euarantee the 
safeguarding of any sum left with it. 

There is a definite relationship, he 
declared, between the beneficiary and the 
size of insurance estates. The policv- 
holder very often does not know the 





value of the dollar in the purchase of 
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NYLIC INCENTIVES and AIDS TO SUCCESS 





. 
5 
. 
= 
LD 
= 
D 
- 
A 
5 
2 
= 
© 
= 
. 
e 
SY 
2 
=? 
b 
= 
be 
= 
eS 
Ri 
t 
=<) 
se 
= 
ra 
=( 
eS 
=) 
e 
= 
be 
= 
2 
= 
2, 
= 
2 
=, 
e 
= 
s 
2 
= 
bo 
= 
2 
x 
be 
= 
. 
5 
° 
~ 
e 
~ 
s. 
e 
= 
: 
SY 
e 
= 
° 
= 
. 








wit; Wild \Nlld \ElEC WEL NEIL \TIEZ VI 


ni 


7 Yee WE Nd 


WANNCANS NOGGIN VOW VO NO/ NOG O/C 1NO OVO J VOLO LAO) NO AO NOVO NOVO VOLO) \O/ 0 


Wee, 





Nylic Friends 


National advertising grows because retail 
merchants have learned that it is much 


easier to sell goods that are well known to 


the public. 


Nylic Agents do not find it necessary to 


“introduce” their Company, which now 
has Two Million Policyholders insured for 


nearly 7 Billion Dollars. 


Since organization, Nylic has paid to liv- 
ing Policyholders and to beneficiaries over 


2 Billion 600 Million Dollars. It is now 
distributing over 50 Millions a year in 


Dividends. 


Through 84 years of investing, New York 


Life has been of incalculable service to the 
nation, to business and to individuals. To- 
day its assets of over 1 Billion 400 Million 
Dollars are largely used to finance public 
works, railroads, public utilities, business 
buildings, homes and farms. 


So, wherever the Nylic agent goes, 
he finds Nylic friends—policy- 
holders, beneficiaries and 
borrowers — who are 
grateful to the Com- 
pany for its serv- 
ice to them. 
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NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK 
DARWIN P. KINGSLEY, President 
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Francis Clarke Lagerstrom and Richard Perry 
Lagerstrom of Portland, Ore., are two of 
NWNL's family of juvenile policyholders. 








Marilynn and her : 
brother John Hoag- With welcome counsel con- 
berg, two young Min- cerning an assured future for 
licyhold- 
NL, pose 
for their photograph. 


Never a Source of Worry for 


NWNL Fieldmen! 


ERE, in this column, are some 
H of the best reasons in the 
world why Northwestern 
National agents don't grope for 
“something to talk about’’ to their 


prospects. 


A man may be deaf to the ordi- 
nary appeals of life insurance, but 
he never fails to pause and discuss 
his plans for the welfare of his child- 

ren. These photographs, and many more in 


our files, of owners of NWNL 
Children’s Policies are proof 
that this Company's repre- 
sentatives have furnished 
many mothers and fathers 


their boys and girls. 


*Children’s Policies offer 


a splendid approach,”” says an Indiana agent, 
summing up the thought of the Agency Organ- 
Northwestern National, offering a 
complete line of policies for children from birth 
to age ten, prepares its agents to talk to pros- 
pects about a subject more intensely interesting 
to them than anything else under the sun. 





O. J. ARNOLD, pacswcnt 


STRONG~- Minneapolis Minn. ~ LIBERAL 





Phyllis Jean Black, 
Port Huron, Mich., 
another NWNL 
MORE THAN $288,000,000 IN FORCE policyholder. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 





UNDERWRITER 


food stuffs, clothing, etc., as does his 
wife. 

He asserted that the time is not very 
far off when the life underwriter will 
be able to function as an estate coun- 
sellor as well. “One way of increasing 
sales,” he stated. “is to study beneficia- 
ries and their needs. The policyholder 
buys life insurance to protect some bene- 
ficiary and the underwriter who can help 
him do that thing the best, is the one 
who will get the sales.” 

Mr. Stephenson’s address, “Today’s 
Life Insurance Trust Problems,” was a 
plea for a better understanding and a 
closer working arrangement of the life 
underwriter, the trust company man and 
the home office man. 


Should Forget Pet Methods 


An important point he brought out 
was that the life underwriter and the 
trust officer should both forget their pet 
methods of settlement and, instead of 
trying to fit their client’s insurance pro- 
gram into their pre-conceived notion of 
the best agreement, they should instead 
fit the contract or the agreement to the 
insurance needs of the client and actually 
regard each client’s case as an individual 
proposition and lay out an insurance pro- 
gram that will meet his special needs. 

He also deplored the apparent rivalry 
of the life underwriter and the trust 
company as to whether the insurance 
company or the bank could best handle 
the estate and declared that this apparent 
rivalry was driving the client to other 
sources of relief. The solution of this 
prohlem, he said, is to make both life 
underwriters and trust men realize that 
trust company service merely supple- 
ments insurance company service. 








COMPANIES LISTED 
BY PREMIUM INCOME 
(CONTINUED FROM PAGE 3) 





Prems. Losses 
Name of Company $ 3 
Continental L., D.C. 1,505,604 252,747 
Acci. & H. Prem. See." sassseae 
Indust. Prem.... oe |) i 
New World Life... 1,502,890 252,655 
Beneficial Life..... 1,416,825 216,660 
Southern L. & H... 1,410,358 197,134 
Acci. & H. Prem. Oo Parr 
Indust. Prem.... 630,430 = . ce voces 
Scranton Life ..... 1,385,872 290,333 
Farmers & Bankers. 1,381,905 231,389 
Amicable Life..... 1,347,578 141,234 
Protective, Ala..... 1,340,912 410,440 
TE BAO ns csccves 1,295,920 195,247 
Acci. & H. Prem. nee 8 8§6«*esee6ses 
Indust. Prem....  . eee 
Peoples Life, Ind.. 1,262,691 239,663 
Mid-Continent .... 1,318,716 249,289 
Acci. & H. Prem. i * . Brorere 
Wisconsin Nat..... 1,242,358 249,038 
Acci. & H. Prem. CY eee 
Conservative, W.Va. 1,220,656 240,642 
Guaranty Life, Ia. 1,195,32 153,563 
Abraham Lincoln L, 1,177,321 141,375 
Acci. & H. Prem. SOE.446 «sc ncccess 
Great Western, Ia. 1,168,786 28,250 
Acci. & H. Prem. SOSBB4 8s cccceces 
Knights Life ..... 1,167,888 225,143 
Acci. & H. Prem. at ere 
Indust. Prem.... Tee 840s wap asses 
Columbian Mutual. 1,107,478 341,172 
Midland, Mo....... 1,060,115 186,031 
Home Life, Ark... 1,057,205 182,748 
American Bankers. 1,045,744 229,256 
Acci. & H. Prem. 1,035,861 ........ 
Empire Life & Acci, 1,037,517 31,405 
Acci. & H. Prem. roo 
Girard Life ....... 1,030,472 218,419 
Bank Savings Life. 1,013,272 136,707 
Carolina Life ..... 993,691 337,392 
Great Republic ... 992,719 168,124 
Northern States ... 973,336 228,560 
Texas Life ....<-. 964,471 194,515 
NPT 964,218 162,868 
Chicago National.. 946,834 220,000 
Federal Union ..... 899,382 192,460 
Secur. Life & Trust 899,071 155,601 
Naitional Fidelity . 898,988 140,340 
Business Men’s Ins. 
Ge, Me Ceceess 885,509 109,155 
Indust. Prem.... FOR.494 = ccrcccces 
Southeastern Life.. 877,967 219,123 
Of Line Life. Neb. 858,734 83,391 
Acci. & H. Prem. ae vateeeee 
Des Moines L. & A. 855,052 147,071 
Farmers & Traders. 836,857 128,242 
LaFayette Life, Ind. 818,619 137,029 
United Fid., Tex.. 793,959 117,619 
Kansas Life ...... 783,791 108,619 
Liberty, Kans...... 757,672 54,825 
Acci. & H. Prem CE.58S cccsccce 
Ww. & tate, N.Y... 730,673 549,499 
Gem City Life..... 727,641 178,332 
Acci. & H. Prem. TOBOO sk cccccce 
Morris Plan ...... 726,734 125,714 
Sentinel Life, Mo.. 715,482 6,500 
Acci. & H. Prem. BOLESE . casasess 
Security Mut., Neb. 702,092 107,215 
Midland National.. 701,028 125,416 
Midwest, Neb...... 697,719 101,802 
Acci. & H. Prem. ae 86s eo waepenes 
Service Life, Neb. . 689,510 51,548 
Acci. & H. Prem. Bee) Ss useense 
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Prems. Losses 
Indep. L. of Amer. 656,892 21,416 
Grasgpe Life ...... 656,957 172,284 
Lincoim Lioercy.... 615,828 41,017 
ConserVacive, and.. 611,866 150,998 
Ceuar Kapius Laie. 610,492 91,549 
riov.dent t., N. D. 558,392 61,778 
Union Coope.adive. 585,719 391,388 
Columbia Lilie, O.. 541,297 137,385 
Acc.. & m. Prem. 1S Serre ree 
Rein. L. of A., ja. 567,838 313,510 
Amer. Life, Colo... 562,285 63,501 
Maryland Liie .... 658,229 152,322 
National heserve.. 525,606 52,599 
umaha Lite ...... 514,052 71,716 
Victory Life, Kans. 510,125 28,201 
San Jacinto ....... 495,126 81,724 
Agricultural Life.. 485,67 53,945 
American Nat., Mo. 484,820 88,137 
Bankers Nat., Fla.. 459,478 19,615 
ah, Cee eaneanees 444,021 65,734 
National Savings .. 435,275 36,063 
Lincoln Reserve ... 434,316 125,596 
Mountain States L. 418,635 79,418 
Crescent Life, Ind. 410,579 74,591 
United Benefit .... 406,321 42,122 
Mississippi Valley. 395,608 134,132 
Modern Life ...... 392,147 15,00u 
Peoples Life, Ill... 381,980 78,492 
Liberty Life, Dl... 377,579 87,650 
St. Louis Mutual.. 370,297 49,878 
Victory Life, Ill... 355,347 54,914 
Indust. Prem.... es csixesene 
Farmers Union Mut. 345,616 6,500 
Brooklyn National. 315,092 19,0723 
Northwest. L., Neb. 280,109 19,308 
Hawkeye Life ..... 276,882 35,076 
Life & Casualty, III. 274,543 21,516 
National Equity .. 267,141 25,429 
Indust. Prem.... 1 freee 
BAO | ccccecs 261,522 11,100 
Colonial Life, N. C. 258,842 15,000 
Elkhorn L. & Acci. 239,243 25,983 
Acci. & H. Prem. SS herr 
Associated Life ... 299,349 2,666 
Acci. & H. Prem. . % rere 
Puritan Life ...... 222,348 74,090 
DS scanweeses 209,704 4,701 
Preneer, &. C.....- 199,884 55,649 
Policyhrs Nat., S.D. 190,112 16,000 
Cosmopolitan, Kan. 189,693 6,500 
American Southern 186,763 32,435 
Bankers Nat. Life. 184,1£2 22,346 
Seaboard Life .... 177,551 8,500 
Equity Life ....... 170,791 8,500 
Monarch Life ..... 170,305 6,250 
Toledo Travelers.. 169,377 39,300 
Harvester Life ... 151,875 15,576 
Guaranty Income.. 149,756 11,130 
Union Life, Ark... 144,630 17,579 
American Thrift .. 137,699 205 
United Ins. Co., Ill. 123,551 19,240 
Nat. Security, Tex. 118,667 7,343 
Home Guardian ... 110,261 6,116 
Union Mutual, Ia.. 105,852 5,511 
Ministers Mutual.. 102,695 45,000 
Oklahoma Life .... 99,895 12,100 
Fidelity Union Life ier 
N. Amer. L. & Acci. 90,367 2,090 
Acci. & H. Prem. Ce 8 «6neeaes 
Union Pacific, Neb. 82,620 1,000 
Globe Life, Neb... 73,462 19,100 
Commercial Life .. 72,433 7,100 
Amer. Sves. L., Mo. 70,180 2,000 
Lewis & Clark T.... 69,999 4,500 
Nat. Old Line, Kan. ae 
Michigan Life .... ee) 86“Sahevs 
Acci. & H. Prem. ae 8 texans 
Amer. Security, Ala. 61,383 On 
State Life, Tll..... 46,379 25 
Pioneer Nat., Kan.. Sas 8 86‘*eses 
Tnion Standard ... 43,022 4,026 
Northwest. Union.. 42,201 2,438 
T’nion Nat., Mo.... Den 3 sewese 
Webster Life ..... 11,961 108 
We ateewwre 3,219,646,489 680,476,714 


A. I. U. Gets Stock Charter 


Last week the American Insurance 
Union paid the $1,000 incorporating fee 
of a legal reserve stock company to be 
known as American Insurance Union. 
Inc. and received its new charter. It 
was incorporated for $100,000, but it is 
proposed to increase the capital stock 
to $1,000,000 later and add thereto $1.- 
000,000 surplus. 

Among the subscribers to the new 
articles of incorporation were the names 
of James J. Thomas, mayor of Co- 
lumbus; A. J. Thatcher, auditor o! 
Franklin county, Ohio; Tod B. Gallo- 
way, former probate judge; John J 
Lentz, president of the A. I. U.; and 
Clinton C. Hollenback, auditor. Al! of 
these names appeared on the origina! 
charter in 1894. 

The plan is to have the present mem- 
bership of the A. I. U. subscribe for as 
much of the stock and surplus as they 
desire, and should there be any excess 
of stock and surplus it will be offered 
to the public at the same price, $!9 4 
share and $10 for a surplus certificat« 


Hyde Quits Sentinel Life Post 


Arthur M. Hyde has resigned as pres- 
ident of the Sentinel Life of Kansas 
City to devote his full time to his cab- 
inet work as Secretary of Agriculture. 
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HUEBNER AND JONES 
ON CONGRESS PROGRAM 


(CONTINUED FROM PAGE 3) 








insurance in our colleges and universi- 
ties for the purpose of educating those 
who are planning to take up life insur- 
ance as a life avocation. 2. Of intro- 
ducing life insurance in our colleges for 
the benefit of the layman so that he will 
have the same feeling toward it as he 
has towards banking. 3. Awarding to 
the duly prepared life underwriter of a 
degree of proficiency which stands high 
in the public esteem and is indicative 
of high merit. 

The basis for solving these three 
questions was laid within the last two 
years and is the object of the American 
College of Life Underwriting, he de- 
clared, and then went on to assert that 
he had every reason to believe that 
within 10 years that movement will be 
regarded as the greatest single step the 
National association ever introduced. 

Dr. Huebner told his audience that 
what he knew of life insurance he had 
learned from business books in which 
life insurance was never mentioned. For 
an underwriter to be successful, he said, 
he must know three things (1) scientific 
structure of life insurance as it applies 
to rates and legal reserve—"simple little 
mathematics that makes everything else 
clear—master it and you will never make 
another comparison between two com- 
panies”; (2) history and purpose of 
clauses in policy—“handling it every day 
will give you a higher calm and better 
valuation,” and (3) knowledge of eco- 
nomics and fundamentals of life insur- 
ance and knowledge of principles of 
salesmanship and psychology of sales- 
manship. 

All education is good, he asserted. A 
step in the right direction. Life under- 
writing today is entering the phase 
where education in a narrow groove is 
not sufficient and is about to enter the 
stage where life underwriting must 
know the fundamental business prin- 
ciples that enter into but are not life 
insurance. He advocated underwriters 
study sociology and business law—wills. 
trusts, estates, etc. He added that if 
all people insured adequately, sociol- 
ogists would be put out of business, 

While the subject discussed by Frank 
L. Jones, vice-president of the Equitable 
of New York, who was the last speaker 
on the morning session, was “Today's 
Life Insurance Distribution Problems,” 
his address was really a followup of 
Dr. Huebner’s. 


Involves Three Factors 


_ Mr. Jones started by saying that life 
insurance is involved in three large fac- 
tors—society, the insuring company and 
the liaison personnel with the latter op- 
trating between the first two. The 
greater part of his address was devoted 
to telling how the liaison personnel, the 
third factor, could be made more effec- 
live. 

He termed society as the great pro- 
£ressive element in distribution and the 


suring company as the conservative 
tlement, with society made up of all in- 
dividuals pursuing diverse ways and be- 
ng the ereatest factor and force known 
to the world. 

Society, he said, is constantly pro- 
gressing. Twenty-five years ago such 
forms as business insurance, group, disa- 
bility, double indemnity, non-medical, 
tte, were not written. “The progress 
' society forced them on us as a con- 


“ngent to meet the needs of the times.” 


Life insurance companies, he stated, 
ant move as fast as society. As an 
cxample cited aviation—an important 
‘ctor in society today with people buy- 
mg plar for themselves. The com- 
pany, in his opinion, could do only one 
1 ng—be sO conservative as to be on 
“ie sate side. The company must be 
“onservative, he said, because its actions 
are based on rules, governed by laws 
a" policy contracts legal docu- 


He said that the agent's attitude to- 


ward society must be that of a progres 
sive man and vet must have 
g-eatest sympathy the 


he 
with 


the 


company, 


sh>-kled somewhat by law and tradition. | 
Education, he added, was very gener- | 


ally given as the answer to the question 
of how to make better the liaison per- 
sonnel. In the last few years, this edu- 
cation has been an attempt to standard- 


| small, can make little progress unless it 
add to its organization of from 15 to 20 


ize the methods of procedure so that | 
the new underwriter will have the cour- 
age of knowledge that goes with 
methods. 


Many men he said have latent ability 
that is not used. He cited champion 


w.mmers in training and showed how rease the agents’ ab 
they work through the months to break | keep on adding raw re 
record. The answer he gave is that There are two facte 
a person does not think in successive the success of 
steps but in one at a time. He declared | being held down by 
| that agents are in possession of latent things about them 
| power to take them to high steps. carry them forward and 

| great deal of personalit 
Must Add te Organization 
He stated that a company, large or | their personality differi 


| clared that the companies are reaching 
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Agents to achieve | 


desire. 
“Psy chologists 


percent every year. However, he de 


all 


| the stage where they would rather in- | “through every known 


successful men 
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ility rather than 
cruits. 
ors, he stated, in 


(1) not 
average ot 
certain imstincts 
(2) using a 
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motivating desire to achieve results but 


ng in all cases 


ligher success in 
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Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., Ill, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE GOLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago's Financial district. 
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Fort Wayne,Indiana invites 


correspondence From successful agents who believe they have the ability 


to become Managers and Leaders. 
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We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 


Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 
2. Personal Life Monthly Income for Rejected Risks. 
S. The Best and Most Liberal Sub-Standard Facilities. 
4. Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 
We welcome to our Ranks only serious-minded men of 
character and integrity—men who are intent upon suc- 
cess—and to whom we offer exceptionally liberal and prof- 
ftable contracts. 

Very desirable territory open in 


OHIO — INDIANA — KENTUCKY — TENNESSEE 
Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 


all things that move men, the one out- 
standing thing is habit. Abolish habits 
that restrain you and emphasize habits 
that get you ahead.” 

In conclusion, he said that the agent 
should prove himself a master of the 
situation by mastering his habits and 
changing them. To do that he should 
give his good habits strong initial im- 
pulse, admit no exceptions and give them 
little gratuitous exercise. 

MOSS INTERESTS BUY 

DETROIT LIFE CONTROL 

(CONTINUED FROM PAGE 2) 

Whereas the Detroit Life would be too 
small to command an agency representa- 
tion at distant points, with the undoubted 
strength and organization backing of the 
Moss group, it can go into nearly any 
field and secure agents. Another point 
appealing to Mr. O’Brien is that the 
stock holdings in the Union Indemnity 
holding company, and the dividend earn- 
ings, will probably, he feels, increase 
in value more rapidly than if the De- 
troit Life continued separately. 

Michigan people will be sorry to see 
the Detroit Life lose its position as a 
Michigan owned and controlled com- 
pany, but it is pointed out that it does 
not lose its identity entirely as it would 
if it were sold to some competing life 
company. It will probably become much 
larger than if it had to go it alone.’ As 
for its ultimate possible removal from 
Michigan, it is pointed out that its en- 
tire premium income is tax free in 
Michigan as a home company and also 
that the value of its name would be lost if 
it were removed from the state, as 
“Detroit Life” could not very well. be 
used with its home office location else- 
where. 

Pay in Additional Capital 


Undoubtedly the Securities Company 
will pay in about $500,000 additional 
capital and surplus later on in order 
to strengthen the Detroit Life financi- 
ally. The Insurance Securities Co. fleet 
now consists of the Union Indemnity, 
Northwestern Casualty & Surety, La- 
Salle Fire, Bankers & Merchants Fire 
of Jackson, Miss., Union Title Guaranty 
of New Orleans and Detroit Life. 

The Detréit Life has confined its 
operations entirely to Michigan and has 
built up an intensive state organization 
in Michigan. It has a large business 
in its home town. 

Detroit Life Will Expand 

The Detroit Life is 18 years old and 
its. $74,000,000 insurance in force is con- 
fined all in Michigan. President W. 
Irving Moss of the Union Indemnity 
states that representatives of important 
financial and commercial interests wil) 
become directors of the Detroit Life. 
The constituent companies of the Insur- 
ance Securities group had premium in- 
come last year of $15,420,255, as com- 
pared with $10,526,074 the year before. 
The Detroit Life will extend its activities 
to various states throughout the country 
and wil! be represented by agents rep- 
resenting the Insurance Securities com- 
panies. President Moss states that agents 
now can write insurance of any kind. 
The Detroit Life reinsured the Ancient 
Order of Hibernians in Michigan and in 
1925 took over the Old State Casualty 
of Detroit. It erected its own home 
office building in 1923. It writes both 
participating and non-participating in- 
surance. 


NEW DISABILITY STANDARD 
PRESENTED TO COMPANIES 
(CONTINUED FROM PAGE 1) 


turity and prior to the insured’s attaining 
age 60. 

(14) That in the case of endowment 
policies or deferred annuities maturing 
at an age not greater than 65, disability 
benefits shall be allowed up to the date 
of maturity, in case the disability oc- 
curred after the insured attained age 60, 
but before the date of maturity. 

(15) Any other provision not incon- 
sistent with these requirements which 
may be necessary to the efficient admin- 
istration of the coverage provided and 























the protection of the interests of 
insurer or the insured. 
x * * 

(The intention is to permit such proy 
sions as the following: 

(a) That proof of disability shall 
made at the time and in the form 
manner as specified in the provision 

(b) That the insurer may requir 
proof of continuance of disability, 
cluding examination of the insured 
the insurer at reasonable intervals. 

(c) That the insured may not cor 
vert the policy to a higher premium pla 
during continuance of disability. 

(d) That the insured may not chang 
the mode of premium payment during 
the continuance of disability.) 

Ill. The Following Provisions Are I're. 
hibited: 

(16) That disability benefits shal 
allowed’ for disability other than that de- 
fined as total and permanent by para 
graphs 1, 2 and 8 hereof. 

(17) That disability shall be allows 
for disability comencing after the 
sured has attained age sixty (except 
accordance with paragraph 14 hereof) 

(18) That the face amount of insur 
ance shall be reduced by the amount 
any disability benefits (except in accor 
ance with paragraph 12 hereof). 

(19) That in the case of life insu 
ance policies the monthly income pa) 
ment shall exceed 1 percent of the fac: 
amount of insurance (exclusive of add 
tional accidental death or pure endow 
ment benefits). 

(20) That in the case of deferred an- 
nuities with maturity at age 70 or earlier 
the monthly disability income payment 
shall exceed one-twelfth of the ;nnuw 
annuity or in the case of deferred a 
nuities with maturity at a later ax 
monthly income disability shall be a 
lowed. 

(21) That income payments shall 
made for any part of the first ninet 
days of total disability or for any ira 
tional part of a month - thereafter. 

(22) That income payments shall | 
made retroactive for a period of mor 
than one vear prior to notice of clai 

(23) That the loan and non-forfeit 
ure values otherwise provided in t! 
policy shall be increased on account 
the disability provision. 


FIELD MEN FORM _ DIVISION 


Agent Members of Chicago Association 
Organize Group Body Within 
Larger Body 


Agent members of the Chicago ass 
ciation met on Tuesday this week ant 
organized the field men’s division of th 
organization, with I. B. Jacobs of the 
Mutual Life of New York, Rober 
Spaulding agency, as chairman of th 
executive committee. Mr. Jacobs als 
is a vice-president of the Chicago asst 
ciation. 

The objects of the field men’s div: 
sion are self-expression and democrat 
within the larger organization and th 
handling of their affairs expeditious! 
and in private. Excepting when | 
action affects the Chicago associat 
as a whole the field men’s division W 
function autonomously, but always 
complete harmony with the objects 2 
practices of the whole organization. 

Other members of the executive co! 
mittee are: I. ‘B. Eberhardt, Nort 
western Mutual, secretary; E. C. Platte’ 
Massachusetts Mutual; A. A. De Lap? 
Missouri State Life; James H. Miles 
Union Central Life; W. S. Fuller, Pr 
dential; H. J. Berliss, New rork Lil 
Frank O. Southbrook, Aetna Life, a 
Girard Brown, New England Mutu 
“sam this committee will be chosen t 
chairmen of five sub-committees tl 
-re to be established, each with 
definite function. a 

The Chicago association had a 
men’s division once before in its bh 
tory. The division functioned well, 2 
for this reason among others its reviv 
has been contemnlated for some tim 

week’s meeting was the first °~ 
crete organization move made. !* 
division will be completely organi? 
and will be function in a few weeks. 
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DISABILITY COMMITTEE 
REPORTS ON STANDARD 


(CONTINUED FROM PAGE 1) 


payments for more than one year on 
delayed claims. 
(4) Riequirement of retroac- 


tive waiver of premium for at least six 
months on delayed claims. 
(6) Requirement of recognition 
within certain limits of disability 
curring within the grace period. 
(7) Exclusion of any disability bene- 
fit where disability occurs after age 
sixty except on certain endowments and 
deferred annuities. 


oc- 


(8) Exclusion of disability claims 
when notice of claim is not submitted 
during life and within one month of 


termination of incapacity. 


(9) Exclusion of additional surrender 
value on account of any disability 
benefit. 

(10) -Exclusion of benefits for partial 


disability. 


Sum Up Committtee Work 


Che history of the committee’s activi- 
ties is given in the letter to the com- 
panies as follows: 

“Early in 1928 James A. 
perintendent of insurance of New York, 
appointed the following committee to 
consider standard provisions for total 
and permanent disability benefits: John 
M. Laird, vice-president, Connecticut 
General; James F. Little, associate ac- 
tuary, Prudential; Arthur Hunter, sec- 
ond vice-president and chief actuary, 
New York Life; Alexander T. MacLean, 
second vice-president and actuary, 
Massachusetts Mutual; James D. Craig, 
chairman, actuary, Metropolitan Life. 

“On December 12, 1928, at the regular 
meeting of the National Convention of 
Insurance Commissioners, a _ resolution 
was adopted favoring uniform disability 
clauses in life insurance policies, and 
the following committee was appointed 
to consider the general question: Wil- 
liam G. Hayes, assistant actuary, Vir- 
ginia department; Russell O. Hooker, 
actuary, Connecticut department; Ar- 
thur B. Lines, actuary, Massachusetts 
department; Walter A. Robinson, ac- 
tuary, Ohio department; Grady H. Hipp, 
chairman, actuary, New York depart- 
ment. 


Beha, then su- 


Affects All Companies 


The two committees have been in 
‘onference and have agreed upon the 
enclosed recommendations. This agree- 
ment was reached after conference with 
many company representatives and the 
recommendations have been largely in- 
fluenced by the desire of the commis- 
sioners for uniform provisions. This 
necessitated recommending require- 
ments that would eliminate’ certain 
benefits now being granted by a few 
companies which may not constitute un- 
sound underwriting, but the elimina- 
tion of which would tend to bring about 
the desired uniformity. In some re- 
spects the recommendations represent 
a compromise between opposing points 
f view. For example, the recommenda- 
of a waiting period of from four 
months to one year, with no income 
payment before the end of such period, 
represents a compromise between the 
companies which did not desire any 
fixed period after which total disability 
would be presumed to be permanent and 
the companies which preferred a three 
months’ waiting period with retroactive 
payments. 

“The committees endeavored 
pare provisions which would 
uniformity in principle with 
latitude for discretion on the 
company executives. 


} 
nas 


tions 


to pre- 
promote 
sufficient 
part of 


Change Made in Maximum Age 


“The recommendation that benefits 
would be allowed in the event of dis- 
ability occurring prior to age 60 instead 
of age 65 was made because it was felt 
that this would accomplish the main 
Purpose of the benefit, while extension 
to age 65 would involve a greatly in- 
‘reased hazard and cost. The same 
fundamental reason caused the recom- 
mendation excluding any increase in 
disability benefit beyond 1 percent a 
month, 

“Serious consideration was given to a 
Proposed clause requiring the pro-rating 


f benefits at the time of claim in case 
these benefits then appeared to be too 
large in proportion to earnings. While 
there is a feeling among certain com- 
Panies that some such clause is neces- 
‘ary and will ultimately be included in 


the disability provision, the committees, 
nevertheless, felt that such a clause had 
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accident and health policies and 
before applying such drastic meas- 
ures an endeavor should be made to 
apply corrective methods in underwrit- 
ing practices. 
“While the 
mendations will require a 
practice and policy forms, 
more than offset by the 
tage of uniformity, which 
encourage the development of sound 
underwriting practice and permit the 
granting of substantial disability bene- 
fits with adequate premium rates and 
reserves based upon homogeneous ex- 


sonal 
that 


adoption of these recom- 
change in 
this will be 
great advan- 


will in turn 


perience. 

“The recommendations § are in the 
form of standard provisions under three 
general classifications; prescribed, per- 
mitted and _ prohibited The typical 
benefit in accordance with the proposed 
provisions would consist of waiver of 
premium and payment of an annuity of 
$10 per month per thousand, with the 
first monthly payment of $10 at the end 
of four months of continuous total dis- 
ability provided disability occurred 
fore age 60. 

“The two committees 
favor departmental ruling instead of 
legislation for the purpose of putting 
the standard provisions into effect. This 
procedure would secure greater flexi- 
bility, thus permitting changes in the 


be- 


unanimously 


ROM its inception the In- 
dianapolis Life has been a 
Purely Mutual Company, op- 
erated for the use and benefit of 
its Policyholders. There are no 
Stockholders. It can not be 
bought, traded or sold. During 
the twenty-three years of its life, 
the Company has been progres- 
sive and prosperous. It has kept 
the faith with its Policyholders 
and agents. It has lived up to 
its promises. It has furnished 
insurance at a very low net cost. 
Its dividend record is unexcelled. 
It has the confidence and respect 
of its competitors and the general 
public. It is still guided by the 
Officers who started the Com- 
pany twenty-three years ago. It 
has a loyal and faithful agency 
organization, and it is perma- 
nently established in its own 
home office building. 


In the future as in the past, the 
Company will keep within the 
lines of safe underwriting. It 
will indulge in no doubtful ex- 
periments. It will endeavor to 
keep quality, service and safety 
above mere size. 


growing, Mutual Company. 








1911 
1912 
1913 
1914 


1915 
1916 
1917 


1918 
1919 
1920 
1921 
1922 


1923 
1924 
1925 


1926 
1927 


1928 86,027,488.39 
1929 


TO MARCH 


CALIFORNIA 


The Company has just been licensed in California. We give direct Manager’s or General 
Agent’s contracts to desirable men for as much territory as they can profitably handle. 
Here is an opportunity for men who wish to build a general agency with a successful, 


future to meet any new conditions that 


of new ideas, and the entire business 
may arise. | of life insurance profits. 

“As the provisions here recommended | A nother Chicago group, principally 
would affect the common practice of | ducing agents ho are concerning 
nearly all companies, the committees | PrO¢ucing agen wno are & 
would like to have expressions of opin- | “ecmselves with business insurance and 
ion from the various companies and in- | trusteeing estates, are holding a weekly 
surance departments before making final} luncheon meeting at which discussion 
recommendations.” | is open and at which new ideas are 

; = | continually evolved. Business insurance 

eins s still in its infancy, so far as the run 
SUPERVISORS AND AGENTS | of agents is ging a. es 
. |} group of agents now has had enough 
DISCUSS THEIR PROBLEMS experience with the line that the time 

has come for standardizing practices so 

In Chicago a group of agency super-| far as standardization may be effected. 
visors is holding a regular weekly | Only the general principles, it is likely, 


luncheon meeting for informal discussion | will ever be standardized, since it is the 


of problems relating to their work. The | essence ol this kind of life insurance 

supervisors have no formal organiza-| business that each case is unique and 

tion, and may not have one, but the therefore must be handed in its par- 
’ ticulars without much reference to other 

luncheon meetings have resulted bene- _ rh may ty ~ ioaikaen 

> © “ +r ases » SZ > 18 r« é zee > > 

ficially for all who attend. The task |‘? a pte oe. wanddng 3 ~~ 


of trust agreements involving life insur 





of building an agency a large one, the : , 
uilding agency is a large one, the | ance. But discussions such as those 
responsibilities are many, both to the “h:., . 

; all gel ts tn Geen feed held by the Chicago group are profit- 
age . Sts é ( > p 6 ency Ce ° 
- patie me : - ers able to al! who participate 
Each agency presents some unique prob- 
lems, and all agencies have some sim- 7 
ilar problems. Discussion of how these | [he Shenandoah Life of Roanoke, 
are solved in each agency results in the | Va., has increased its dividend rate from 


adoption of tried plans and generation | 6 percent to 8 percent. 








A SUCCESSFUL RECORD 


1905 $325,000.00 
1906 1,281,909.93 
1907 2, 158,315. 62 
1908 2,344,449.12 
1909 3, 037, 135. 59 


1910 3,760,337.71 


4,451,264.48 
5,756,690. 86 
7,011,554.27 
8,655,788.49 
10,231,921.21 
12,021,820.06 
13,665,053.54 


15,532,346.26 
20,456,374.44 
27,006,018.90 
31,275,345.88 
35,236,427.74 


40,882,131.98 
46,628,369.17 
54,432,038.01 


64,065,397.61 
75,257,687.64 


87,500,000.00 


Agency openings in Indiana, Illinois, Michigan, Ohio, Texas, lowa, Minnesota, 


Florida and California. 


For Particulars address Frank P. Manly, President 


Indianapolis Life Insurance Company 


INDIANAPOLIS, 'NDIANA 





fot been successfully applied in per- 
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Actuarial Prestige 


AMERICAN life insurance owes much to 
the precedent of the great Scotch and 
English actuaries and the present basis 
of actuarial practice in this country is 
patterned after the old machine of a 
century ago across the water. Today, 
however, the American actuaries have 
seemed to come into an unfortunately 
subordinated position and once again 
American companies might profit by 
looking abroad for helpful ideas—pos- 
sibly this time just across the northern 
border into Canada. 

In Canada the actuaries 
in the of the English and 
Scotch actuaries of old. They are more 
the company guide than the department 
which is guided by sales competition or 
investment policy. What is more, the 
actuaries are thus more able to confer 
on their vital problems and work out 
a harmonized program which their 
companies may adopt in extending new 
measures or revising the old. More 
specifically, the Toronto Actuaries’ CLusB 
is an example of this cooperative good 
will directed towards company manage- 
ment through actuarial preciseness. It 
is true that America has two great life 
actuarial bodies and many 
actuaries whose words are taken as 
authority in all corners of the world— 
but it is also true that in the majority 
these very actuaries are not 
connected with management. 
Their opinions are merely opinions 
which must be filed with the officers, 
for dissemination by sales and financial 


are still more 
position 


insurance 


of 
directly 


cases, 


men. 


The two actuarial groups meet and 
discuss beneficial action—possibly even 
recommending a vague standard, though 
seldom being being able to do even that. 
Then they return to their head offices 
to find that they did not express the 
opinion of the sales department or the 
financial department. It is throwing a 
slight curb on the actuaries which is 
evident in their gatherings, where they 
are woefully checked in words and 
action alike. There are many measures 
where the actuaries see an advisable 
line 0: action, in some cases even neces- 
sary to avoid state action—yet they are 
unable to bring about any general 
movement for a change, because the 
great force of competition has in too 
many cases subordinated their advice to 
that of those who are not so keenly in 
touch with actualities. 

The actuary is, after all, the key man 
ot a life company and if he is to be 
slighted, the companies are endangering 
their position. Now that companies 
generally have come to a realization 
that the era of unqualified competition 
is past and that business must be writ- 
ten in greater quantities, if possible, but 
with greater care, at least, it might not 
be amiss to reinstate the actuary to his 
former prestige and send him to his 
gatherings with fellow-actuaries, armed 
with authority and conviction. It is a 
strange paradox when standardizing 
measures emanate from legislatures and 
company conferences with state officials, 
insead of from the companies’ actuarial 
offices. 


Use of Advertising Novelties 


CoMPANIES and agents use advertising 
novelties of various kinds. It re- 
garded as effective publicity to distribute 
them. Frequently companies get out 
some sort of a souvenir, largely in com- 
pliment to their agents. The agents 
use advertising devices of various kinds 
in creating good will. 

Sometimes money is spent very fool- 
ishly in the use of advertising novelties 
and When articles of real 
value are given there is a favorable ef- 
fect. many souvenirs handed out, 
however, are of doubtful quality and in- 
stead of good will being established 
there is a feeling of hostility developed. 
For instance, when a fountain pen 
given and it is a poor one, the advertis- 


is 


souvenirs. 


Too 


1s 


ing value is greatly depreciated and in 
fact may react against the donor. Cheap 
lead pencils handed out also act in the 
same way. In some companies 
have given clocks that are found to be 
cheaply constructed and cannot be regu- 
lated. Money expended in cheap, tawdry 
and defective souvenirs is thrown away. 
In fact, it would be better by far that 
no such novelties were given. If a com- 
pany or agent desires to present souven 
irs they should be carefully selected or 
none should be sent out. One of the 
worst factors is the creation of hostility 
on the part of customers or friends who 
are given souvenirs that are so cheap as 
not to last in service for any length gf 
time. 


cases 




















insurance man who 
knows from actual experience that 
there is a war in progress in Mexico. 
F. P. Logan, Jr., special agent for the 
Provident Mutual Life in Kansas City, 
with two other young Kansas City 
men, left last week for Mexico to in- 
spect mining and farming property in 
Mexico. They were returning to El 
Paso from San Carlos, Mexico, when 
they were stopped by nine rebel sol- 
diers, They were robbed of their 
money and side arms which they were 
carrying, and imprisoned seyeral hours 
in the rebel garrison at Ojinaga. Mr. 
Logan and his companions were re- 
leased only after they promised noth- 
ing would be said about the robbery 
and after a Mexican subject, an em- 
ploye of the Velie Mining Company, 
one of the companies they were visit- 
ing, had agreed to take the place of 
the Americans in the prison, Fortu- 
nately, the men had left most of their 
money on the American side before 
making the trip from El! Paso. 


There is one 


On his return from a winter's visit 
in Australia and New Zealand, J. B. 
Reynolds, president of the Kansas City 
Life, related a breathtaking story of 
an accident which occurred when Mr. 
and Mrs. Reynolds were taking a motor 
trip in the mountains of New Zealand. 
The car in which they rode with four 
other tourists plunged over the edge | 
of a cliff in turning out to avoid an- 
other car, and after completely somer- 
saulting in the air, lodged against a 
tree 50 feet below. Only the fortunate | 
presence of the tree prevented.the en- 
tire party from going into a mountain 
lake below. Although all the members 
of the party were cut up and bruised, 
no one suffered serious injury. They 
were pulled up to safety by means of 
ropes. Both Mr. and Mrs. Reynolds 
have recovered from the effect of the 
fall. 

Prominent among the speakers at a 
dinner given to Senator James A. Reed, 
when he returned to Kansas City to re- 
sume private life, and the only woman 
on the program, was Miss Violet Thom- 
son, chief underwriter of the Kansas 
City branch office of the Aetna Life and 
affiliated companiey Her topic was 
“Fearless, Courageous, True” and she 
received one of the biggest ovations of 
the evening. Ed §. Villmoare, vice- 
president of the Kansas City Life, was 
prominent in the committee which ar- 
ranged for the dinner, having charge of 
the speakers’ committee. 


E. R. Ferguson, manager of the 
Cleveland district of the Mutual Life 
of New York, has started an agency 
paper called the “Cleveland Coordinat- 
or.” devoted to “organization, produc- 
tion, conservation.” The first issue has 
just appeared and is a very creditable 
production. Mr. Ferguson has for years 
conducted a department in the “Insur- 
ance Salesman’ and is well qualified 
to get up a paper for his agents. 


Franklin Gordon Allen of Baltimore, 
for 15 years manager of the Connecticut 
Mutual Life in Maryland, was found 
in a bedroom one night last week with 
a pistol beside him, having committed 
suicide. He was one of the well known 
life men of Baltimore. 

The people of Iowa are extending a 
cordial greeting to Col. B. Robbins 
upon his return to his home in Cedar 
Rapids. after serving as assistant secre- 
tary of war the last vear of the Cool- 
idge administration. It is known that 
President Hoover asked him to remain 
in the same position with the war de- 
partment under his administration. 

Colonel Robbins has again entered into 
active business relations at Cedar 
Rapids, where he is president of the 
Cedar Rapids Life and affiliated with 
other business activities in that city. The 
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reception he received upon a recent visit 
to Des Moines at an American Legion 
meeting showed the kindly feeling that 
exists toward him among the people ot 
the state. American Legion posts in 
various sections of the state have ex- 
tended invitations to him to address 
them upon public occasions. 


— 


Samuel F. Clabaugh, president of the 
Protective Life of Birmingham, Ala. 
has returned from an extensive eastern 
trip during which he spent a number 
of days at the meeting of the executive 
committee of the Life Insurance Sales 
Research Bureau in Hartford. Mr. Cla- 
baugh also visited Washington and New 
York on the same trip. 


Miss Bina M. West, president of the 
Women's Benefit Association of Port 
Huron, Mich., and a member of the 
Republican national committee, has an- 
nounced her approaching marriage to 
Attorney George W. Miller of Chicago, 
which will take place in the near fu- 
ture. Miss West is one of the most 
prominent fraternalists in the country. 
Mr. Miller as an attorney has repre- 
sented her organization in a legal way. 
Miss West was formerly president of 
the National Fraternal Congress. 


Albert E. Mielenz, general agent for 
the Aetna Life in Milwaukee, left Mon- 
day with his two daughters on a motor 
trip to Fort Lauderdale, Fla., to join 
Mrs. Mielenz, who has been there for 
a month, Mr. Mielenz will visit general 
| agencies of the Aetna Life on his way. 
The family will return by way of Wash- 
ington, D. C., the latter part of April. 


J. C. Leslie, general agent for the 
Royal Union Life at Clarinda, Ia., died 
last week at the age of 97. Mr. Leslie 
had been associated with the company 
for 30 years. 

E. E. Smith, educational director of 
the Equitable Life of Iowa, is making a 
trip to agencies in Masaschusetts, Rhode 
Island, Connecticut and Virginia at this 
time. 


William H. Harrison, vice-president 
and superintendent of agencies of the 
Atlantic Life, was in Michigan this week 
visiting the company’s agencies at Kala- 
mazoo, Grand Rapids and Jackson. 


H. A. Binder, general agent of the 
Massachusetts Mutual in San Francisco, 
was forced to undergo a serious opera 
tion the early part of this month. He 
is confined to a sanatarium and latest 
reports on the progress of his recovery 
are encouraging. During his absence 
from his office the agency has been mak- 
ing a special drive for a record in honor 
of the absent chief. 


Fay J. Uehling, who has been out on 
the Pacific Coast engaged in another 
line of business, has now taken his new 
position as vice-president of the Prairie 
Life of Omaha and will devote his time 
to production and agency organization 
work, Mr. Uehling is well known ™ 
Omaha, having been president of the 
Commonwealth Life and North Amer 
ican Life of Omaha. 


The sympathy of the insurance [rater 

nity will go out to Commissioner Robert 
Clark of Vermont in the loss of his 

wife, who died Monday at the [eato 
hospital in Montpelier Vt., where s" 
had been undergoing treatment sin 
the latter part of January. 

A class of 25 men has oa 
required course of study in the | 
Mutual home office. The present 
is the 58th class to graduate 
course was under the direction of Jame 
A. Griffin, assistant agency manager, the 
active head of the sales training divisi 
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A Diiticult Case? 








DR. JAS. F. KEARNEY 
The Penn Mutual Medical Referee 
will be glad to discuss it with you. 


Office Hours: 9 to § Daily 


Suite 1330—120 S. La Salle St. 


ans joe joe’ ‘ 
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ALEXANDER E. PATTERSON 
General Agent 
THE PENN MUTUAL LIFE INSURANCE COMPANY 


Suite 1336—120 S. La Salle St. 
CHICAGO 


FRAnklin 7575 
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second he doubled it. In these two 
years he has built up an agency corps 


LIFE AGENCY CHANGES of full-time men, and has increased his 


a already wide acquaintance and reputa- 
tion among the life underwriters of the 


ATLANTIC APPOINTS AGENTS | assigned to W. F. Swan, Atlantic’s gen- | ™etropolis. . : 
reer gondii lachens "Mie te eras |. Mr. Adler will retain his office in the 


BI. D. Bowers Gets All of Arkanses— | formerly a district agent for the Atlantic. General Motors building. 


Whitener General Agent for DAVID B. ADLER IS PROMOTED Don C. Boyd 
Paducah Don C. Boyd, formerly of the De- 
—-—- Penn Mutual Life Recognizes the Work | troit organization of the Great West 


The Atlantic Life has appointed the and Achievements of New Life, has been named manager of a 
‘ newly opened branch in Kalamazoo, 


following general agents: H. D. Bowers, | : . ~ 

Fl Dorado, Ark.; C. E. Whitener, Pa. York City Ben Mich, Offices have been opened at 

ducah, Ky.; Ned Bomers, Grand Rapids, | . ; 310-311 State Theatre building. Affil- 

Mich.: W. M. Smith, McComb, Miss. | David B. Adler, since 1922 a member | iated with the new branch are W. Has- 
Mr. Bowers will be general agent for | the Penn Mutual’s J. Elliott Hall|call Ware and Victor Harder, prom- 
sg > ~~ . | agency in New York, has been promoted | inent in the sales field there for many 
































a rag a - © see nage , He ras | to general agent. years. Mr. Boyd has been affiliated 
poceas os Sie Ss Serene Seesenen Mr. Adler is a graduate of Lafayette,| with the company for the past decade. 
of Life Underwriters and is well known | ay Service in the army. and entered 

throughout the state, particularly in con- | jjfe insurance by way of the L. A. Cerf Dasher T. Gelaney 


nection with Masonic activities. He was | agency of the Mutual Benefit, where he 
formerly an agent for the Union Central | successively acted as supervisor educa- Parker T. Spinney has been put in 
Life. ; tional director, branch manager, and | charge of the Fort Wayne, Ind., terri- 

Mr. Whitener’s territory is limited to | superintendent of agents. In May, 1922, | tory, comprising eight counties centering 
Paducah and adjacent counties. He was he joined Hall & McNamara, predeces- | in that city, for the Union Central Life. 
formerly with the Jefferson Standard. | sors of J. Elliott Hall, as superintendent | Mr. Spinney graduated from the Boston 
The new general agent at Grand Rapids | of agents. In January, 1927, as asso- | M. I. T. school in 1917 as a mechanical 
was formerly engaged in the real estate | ciate general agent, he was placed in | engineer and spent two years and a half 
business. As general agent for the At- | charge of an uptown Elliott Hall office in}; in naval construction work. After the 
lantic at McComb, Miss., Mr. Smith takes | the General Motors building. In his first} war he spent four years as supervisor 
over some of the territory previously year he produced a million, and in his | and general manager of a large group of 


ROYAL UNION LIFE. 
| INSURANCE COMPANY 


DES MOINES, IOWA 














Opportunity 
Ahead! 


Desirable territory open for per- 
sonal producers particularly in 
the states of: 





MISSISSIPPI 
OHIO 
PENNSYLVANIA 
NORTH DAKOTA 





Salesmen of high character and 
ability who are looking for per- 
manent connections are invited to 
write us for full information. 
We offer liberal commissions and 
an unexcelled line of fast selling 
contracts! 





Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 























coal mines in Ohio. The past thre 
years he has been engaged in sales re. 
search work for two large corporation; 
which caused him to travel throughoy 
the United States, Canada and Mexicg 
This experience has made it possible for 
him to make an unusually good showing 
thus far in the sale of business life in. 
surance. 


F. S. Chisolm, Emmett H. Rolston 


The New England Mutual Life ha 
divided the territory formerly covere 
by the late Emmett H. Rolston int 
two agencies. Emmett D. Rolston, sor 
of Emmett H., will take charge of east. 
ern Tennessee with headquarters a 
Chattanooga. Frederick S. Chisolm wil 
cover northern Alabama _ with head 
quarters at Birmingham. 

Mr. Chisolm has served as district 
manager for the New England Mutual 
since 1917. His personal business dur. 
ing the 12 years has averaged over 
$350,000. For the present he will be 
located in the First National Bank 
building. Mr. Rolston had the benefit 
of many years intimate association wit! 
his father preparing him for his new 
work. He had done considerable work 
with the agents in the field. 








Nathan R. Smith 


Nathan R. Smith, Jr., has been ap- 
pointed manager of the Guardian Lit 
at Akron, O., with headquarters at 51 
Akron Savings & Loan Building. He 
has been 2 resident of the city for th 
last eight years. Mr. Smith has bee: 
district manager of the Provident Mu 
tual. 





W. K. Magruder 


Warren K. Magruder, of Baltimore 
has been appointed general agent of the 
Connecticut Mutual Life for Maryland 
to succeed Franklin G. Allen, who died 





recently. Mr. Magruder has been in the 
life insurance business for about 2% 
years, having started with the Baltimore 
office of the Guardian Life in 1909, and 
rising to manager of that office. In 1912 
he joined the Connecticut Mutual, was 
appointed a general agent in 1915, and 
helped Mr. Allen to build up the or 
ganization to its present splendid posi 
tion. 

In January of this year Mr. Magruder 
was appointed a general agent for Balti 
more with offices in the Continenta 
building, but after Mr. Allen’s death the 
two offices were consolidated and wil 
have their headquarters in the First Nz 
tional Bank building. 





Charles Chamberlain 


Charles Chamberlain, who has bee 
connected with the Detroit downtow 
branch office of the Travelers, as ‘ 
field assistant. life, accident and grow 
departments, has been promoted to a 
sistant manager of those departments 
that office. Mr. Chamberlain will > 
associated with R. T. Smith, manage 
of the life, accident and group depatt 
ments in the Travelers downtown D 
troit branch. 


Robert P. B. Kidd 








Robert P. B. Kidd has_ been_ 
pointed general agent of the New E ng 
land Mutual Life at Rochester, \.! 
covering nine counties in western Ne 
York. He has been for a number “ 
years with the Penn Mutual gener 
agency in Rochester : 

Mr. Kidd succeeds W. B. Spragv 
who recently resigned as general age 
and will devote himself as associa! 
general agent to the personal busine 
he has built up there. 


Harold P. Winter 


The Union Central Life has announc 
the appointment of Harold P. Winter ® 
manager of the Davenport, Ia., agen 
Mr. Winter succeeds Manager Geert 
W. Harding. recently transferred 
Kansas Citv. aa 

William McLean Stewart. for the 0 
20 vears renresentative of the Um 
Central in the tri-cities, will cont! 
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Chance to 
Learn Agency 
Management 


Opening for man who has 
been successful selling 
life insurance to assist 
manager of Chicago 
agency of large, long 
established, rapidly devel- 
oping Eastern Company. 


This is a salaried position. 
Duties will be to assist in 
training and supervising 
new agents. 


Initiative and successful 
selling record fecessary. 
Apply by letter, giving 
experience in full, age, 
qualifications, etc. We 
welcome inquiries from 
our own men. Address 
K-77, care The National 
Underwriter. 
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WE NEED 


A 
HOME OFFICE 
FIELD SUPERINTENDENT 


who has had actual experience in 
supervision and at least four years’ 
successful experience in selling 
Life Insurance. Prefer a man be- 
tween 28 and 34, who has no ob- 
jections to travelling. Salaried posi- 
tion with opportunities for promo- 
tion with a Mid-west Legal Re- 
serve Life Insurance Company, 
with approximately $100,000,000 in 
force, and rated as “excellent” in 
Best’s Report. 

Write giving reference and sal- 
ary to K-75, care The National 
Underwriter. 














| STATE SUPERVISOR 


For PENNSYLVANIA 
With Headquarters at 
Philadelphia 
_ A man who is capable of build- 
ing a productive organization, who 
has had actual experience in super- 
vision and at least five years suc- 
cessful experience in selling Life 
Insurance. Prefer a man between 
30 and 35 who can furnish a bond. 
Office and travelling expenses in 
addition to salary and commis- 

sions. 

We are a well established legal 
reserve Life Insurance company 
= the Er about oe decades 
nm age, and approximately $100,- 
000,000 in force, and rated as “ex- 
cellent” in Best’s Reports. 

In writing, give age, experience, 
and reference. Address K-76, care 

he National Underwriter. 











as general agent, producing personal 
business. 

Mr. Winter and Mr. Harding were 
partners at Davenport until Mr. Hard- 
ing was transferred to Kansas City. 


H. K. Weirick 


H. K: Weirick has become field super- 
visor for the Otis E. Logan agency of 
the Provider+ Mutual Life in Indian- 
apolis, covering the entire state of In- 
diana. Mr. Weirick has had five years 
of insurance experience, four years as 
manager of the Indianapolis district for 
the Peoria Life. 


V. T. Motschenbacher 


V. T. Motschenbacher, well known 
Portland, Ore., life insurance man, has 
been promoted to agency assistant for 
the Oregon division of the Sun Life of 
Canada, and will be in charge of the 
Portland agency. He has been in the 
life insurance business there for the 
past 12 years. 


W. R. Davis 


The Eureka-Maryland Assurance has 
appointed W. R. Davis general agent at 
its Detroit office, to be associated with 
M. McCarthy of the same city. Mr. 
Davis carries on a casualty business in 
connection with his life work. 














Life Agency Notes 


W. B. Wells has been appointed gen- 
eral agent of the Volunteer State Life 
at Waco, Tex. Mr. Wells has had cor 
siderable insurance experience. 
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ARRANGE PENNSYLVANIA MEET 
Insurance Days to Be Observed May 
21-23 in Allentown—Strong Pro- 
gram Scheduled 





PHILADELPHIA, March 28.—The 
Insurance Federation of Pennsylvania is 
arranging a strong program for the 1929 
Pennsylvania Insurance Days to be held 
at Allentown on May 21-23. The gen- 
eral committee, headed by Harry I. 
Koch, evolved the program after mak- 
ing a survey of the important subjects 
cngrossing the insurance world. 

One of the features will be round table 
discussions on the afternoon of the sec- 
ond day. Among the speakers listed are: 

Austin J. Lilly, general counsel of the 
Maryland Casualty, “Legal Phases of 
the Insurance Contract.” 

Jesse S. Phillips, former insurance 
commissioner of New York, “The Trend 
of Insurance Legislation.” 

Clarence A. Palmer, advertising direc- 
tor of the North America, will speak on 
“Insurance Advertising from a Company 
Standpoint.” He will be followed by an 
insurance agent, who has been success- 
ful with his advertising campaign, who 
will discuss “Insurance Advertising from 
an Agent’s Standpoint.” 

Benjamin G. Eynon, commissioner of 
highways, will talk on “New Motor Ve- 
hicle Code”; L. G. Saunders on “Modern 
Value of Life Insurance”; Edward C. 
Lunt, vice-president Great American In- 
demnity, on “Surety Bonds”; Fred W. 
Schnebbe of New York, on “Installation 
of Automatic Sprinklers as an Agency 
Service.” 

A smoker has been planned for the 
first night of the insurance days with 
the banquet being held on the second 
night. The third day will be given over 
to sightseeing. 





New York Group Law Amendments 


With the New York legislature con- 
templating adjournment this week, and 
with two other bills already introduced 
amending the same section, Senator 
Fearon of Syracuse has introduced a 
bill further famending section 101(a) 
of the insurance law by providing that 











LUCKY? 


Midland Mutual men are lucky. 
See what they have to sell: 


Every policy participates in 
earnings. No cash surrender 
charge. High interest earnings. 
Very low mortality. Economical 
management. Liberal conversion 
features. Disability and double in- 
demnity. Free Health Service to 
policyholders. A Low Cost $5,000 
special. Up-to-date Juvenile poli- 
cies. Two year single payment en- 
dowment for investors. Age limits 
one day to 65 years. No death 
claim ever yet contested or com- 
promised. Free agency  super- 
visory service. Low lapse ratio. 
High grade assets. High class 
agency organization. Over $100,- 
000,000 in force. Assets over $17,- 
000,000. Leader Club-and App-A- 
Week Club. Live agency bulletins 
and “Builder.” Free correspond- 
ence course. Club rate subscrip- 
tions to insurance magazines. 


If you are interested in becom- 
ing “lucky” write the Agency De- 
partment. Tell the whole story in 
your first letter briefly but very 
candidly. 


THE MIDLAND 
MUTUAL LIFE 
INSURANCE CO. 


Columbus, Ohio 


“Its Performances Exceed Its Promises’’ 




















group life insurance may be written 
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A Hot Spark on a Cold Day 


That describes a Direct Mail letter sent from the Home 
Office to an Agent’s prospect. Takes the chill out of the 
interview. Pulls more “apps” out of a given number of 
interviews than if the Agent had himself been obliged to 
make the approach. In brief, Direct Mail pays the Agent 
and pays him well. 


. 


Our new Direct Mail department is functioning 
strongly. Reports of gratifying results—results! not hopes 
—are daily coming to the Home Office. Only one of many 
services given to Penn Mutual Agents. 


Places for highgrade men and women, who have a goal, 
determination, and character, with the purpose to make life 
insurance their life’s work. 


Wm. A. Law, President 
Wm. H. Kingsley, V. Pres. Hugh D. Hart, V. Pres. 


THE 


PENN MUTUAL LIFE 


INSURANCE COMPANY 
PHILADELPHIA, PA. 


INDEPENDENCE SQUARE Founded 1847 














Going to Change? Make 
It Your Last Change 


If you go with the Columbus Mutual, You will 
never Seek a New Connection for its Distinctive 
System Guarantees Lowest Net Cost and Satis- 
faction to Policyholders and Maximum Compensa- 
tion and Satisfaction to Fieldmen. This Company 
does not Lose Policyholders Financially Able to 
Keep their Insurance in Force nor does it Lose Pro- 
ducing Agents. 


There are no Middlemen—General Agents, 
Branch Managers, etc. Great Savings, thus Effected, 
go to Policyholders and Fieldmen. 


The Columbus Mutual’s Agency Appointing 
Privilege Opens the Door to the Most Profitable 
Endeavor in Life Insurance. 


An Immediate Inquiry Will Well Repay You. 


COLUMBUS MUTUAL LIFE 





Cc. W. Brandon, 1 
——« = 
‘*BEST in the BEST Chart’’ 




















to cover members of the veterans’ or- 
ganizations . 

Departmental bills providing for group 
insurance for prison guards and Young 
Men’s Christian Association secretaries, 
and for borrowers of money from in- 
vestment companies, the latter to be 
written without the consent of the in- 
sured, have already been introduced and 
stand a reasonable chance of passage. 


Will Have School at Akron 


H. A. Chipman, agency manager of 
the Equitable Life of New York at 
Columbus, O., has arranged for a three 
weeks’ sales school to be held at Akron, 
O., this year in charge of J. W. Nolan 
of New York City. R. T. Curtis is dis- 
trict manager at Akron and will have an 
April 13. 


West Virginia Lapses Heavy 


The reports on life insurance business 
in West Virginia show that while most 
of the companies increased the amounts 
of insuzance written over the record of 
1897, the lapses increased both in the 
number of policies and in volume of 
insurance involved. Some of the big 
companies by reason of lapses did not 
come out at the end of 1928 much better 
than they were a year ago. When a 
company finds only 125 new policies 
written in the state, three renewed and 





some 


it would seem that the results were not 
so good. 





Theaters Take Group Policy 


Executives of the New England Thea- 
ters Operating Corporation, which con 
trois about 30 motion picture houses in 
Massachusetts, Maine and Connecticut, 
have announced the adoption of a group 
life insurance policy for the protection 
of their 389 employes. The sum ip- 
volved in this policy, placed with th: 
Prudential, is $592,000. 





Luncheon for Luther at Baltimore 
Kendrick A. 
the Aetna Life, 
Baltimore office 


Luther, vice-president o/ 
paid a brief visit to th 
last week on his wa 
heme from a vacation in Florida. Oy 
Friday Friend L. Wells, general agen 
for the Aetna, gave Mr. Luther a lunch- 
eon. There were 37 people at the lunch. 
eon, the majority of them members 
the staff of the Aetna Life. 





Old Age Pension Proposal Rejected 


The Connecticut senate has rejected 
a proposal that the state appropriat 
$10,000 for a study of the old age pen- 
sion situation. 
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GREET REYNOLDS ON RETURN 





Over Two Million in Applications Pre- 
sented Kansas City Life Presi- 
dent on Birthday 





KANSAS CITY, MO., March 28.— 
J. B. Reynolds, president of the Kansas 
City Life, was greeted on his return 
from a trip of several months to Aus- 
tralia and New Zealand with a unique 
birthday celebration. When he _ re- 
turned to his office there was $2,126,000 
in life applications on his desk, repre- 
senting the efforts of the Kansas City 
Life agents for a single day in honor 
of Mr. Reynolds’ 58th birthday. This 
is the largest single day’s business in 
the history of the company 

In addition to the officers and 
office employes who greeted Mr. 
nolds, two of the company state 
agers were in Kansas City for the occa- 
sion. O. Sam Cummings, Texas state 
agent, brought $500,000 of business as 
his agency’s offering. J. E. Williams, 
state manager of South Dakota, 
also present. 

In the evening Mr. 
his annual birthday dinner to 
of the company and their wives. 
were twenty guests entertained. 


KANSAS INSURANCE DAY 
PLANS NEAR COMPLETION 


TOPEKA, KAN., March 28.—Mem- 
bers of the general committee in charge 
of arrangements for the Kansas Insur- 
ance Day meeting, which will be held 
at the’ Jayhawk Hotel, Topeka, May 8, 
have just received letters from General 
Chairman H. O. McIntosh calling them 
together for the grst meeting. Practi- 
cally all of the special committees have 
held their first meetings, and they will 
report the progress that is being made 
by their groups to the general committee 
at the meeting here March 30. It is ex- 
pected that by that time the principal 
speakers for Insurance Day will be an- 
nounced. The speakers’ committee has 
been in touch with prominent men who, 
if secured, will be very interesting to 
insurance people in all branches of the 
business. 

Numerous letters have been received 
the past week from insurance men 
throughout the state in regard to the 
meeting, and from the spirit shown it 
is expected that this meeting wil! be 
one of the largest gatherings ever held 
in Kansas for insurance people. 
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MENACE IN VOLUME CRAZE 





M. L. Palmer Talks to Insurance Buyers 
at Lincoln Chamber of Commerce 
Session—Excessive Taxes Stressed 





March 28.—Aéd- 
meeting of the 
insurance subdi- 


LINCOLN, NEB., 
dressing the monthly 
chamber of commerce 
division, M. L. Palmer, general agent 
for the National of Vermont, said that 
his observation over a_ period of 
years justified the assertion that man 
life companies, not a tenth the size a 
the large ones that are always stressing 
volume of business as the measure | 
success, are showing a lower net cost, 
and hence are of more value to ther 
policyholders. Volume is necessary, he 
said, but it should not be striven for a 
the expense of the results to the policy- 


holder. He said this is a phase of the 
business that has grown in_ serious 
ness, and that it contains something ot 


a menace to the business as a business 
Any volume in excess of the amount 
necessary to keep a company healthy 


and this fact wi 


to buyers of insurance, 
in time. The 


become more evident 


| meeting was for the purpose of giving 


buyers, invited as guests, an opportuni! 
information as to what li 
insurance has to offer them. 

Mr. Palmer said the insurance con 
panies are right in protesting again 
being taxed generally 20 times th 
amount spent for supervision, but that 
all the talk will get them nowhcre ut 
less they can get over to buvers th 
fact that they are paying the excess. H 
suggested that on every premiun notice 


sent out the companies make note ‘ 
how much less would the premium ™ 
if the excess tax were not being levit 
Howard S. Wilson, president of 
_Bankers Life, said the idea had _ bet 
considered by the Life Presidents’ 4° 
sociation, but had been found imoprac 


ticable because of the interminab'e det@ 
necessary in working out the amount‘ 
each policvholders’ tax, due to the vat! 
ing charges and laws of each siate. 

A. R. Talbot, head of the Moder 


Woodmen, said that South Dak«ta som 
vears ago enacted a tax that bore dow 
heavily upon its members. The notice’ 
sent out called attention of eaci 50u" 
Dakota member to how much wis beins 
added to his monthly paymen's. W™ 
the result that they rose up, took @ 
legislature by the throat and f ced re 
peal. s th 

W. H. Logan, state manag i“ fi 

oO 


Peoria Life, discussed functiot 


100 transferred from other states, 
and then writes off 250 lapsed policies, 
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insurance, showing how it is based on 
yarious human and business needs and 
how it can be made to fit in, to the 
advantage of buyers, to every activity. 


PROVIDENT AGENTS MEET 


aicago Staff of Company Hear Tush- 
ingham Speak on New Plans 
and Practices 


Charles A. Tushingham, educational 
supervisor of the Provident Mutual 
Life, conducted a meeting of the Chi- 
cago agency of the company last Thurs- 
day afternoon and evening. Leonard 
Ellsworth is the company’s Chicagc 
.cneral agent. The meeting began with 
a luncheon, at which 35 members of 
the Ellsworth agency were present. The 
poe Ble ve speaker was E. D. Reddington, 
veteran of the Chicago forces of the 
company, a man of almost 90 -— — 
represented the company upward of 35 
years. 

Mr. Tushingham devoted 
noon to discussion of the company’s 
plans and policies for 1929. He spoke at 
length on the Provident Mutual’s prac- 
tices with reference to disability, double 
indemnity and retirement income, and 
then gave some time to stressing the 
desirability of settling claims on the in- 
come basis, of which he is a staunch 
advocate. He also discussed, principally 
for the benefit of the new men, the 
closing of the sale. 

G. M. Herrick, formerly Chicago gen- 
eral agent of the company and now a 
member of the agency staff, made the 
address of welcome at the dinner, at 
which the agents’ wives were present. 
Mr. Tushingham at the dinner gave his 
well-known address titled “Pathway of 
Primacy.” The remainder of the eve- 
ning was given over to recreation. 


the after- 





Patterson Issues “The Broker” 


Alexander E. Patterson, one of the 
Penn Mutual Life general agents in Chi- 
cago, is issuing a series of attractive and 
pointed bulletins to Chicago broke rs. His 
motto on brokerage business “Split 
Second Service.” The bulletins are 
issued every 10 days under the title, 
“The Broker.” They are tvpographically 
effective and feature black and red on 
heavy unfinished yellow paper. The eye 
appeal of this mail matter is excellent. 
The business appeal will speak for itself. 


is 


Campbell Is Brokerage Manager 
Al F. Campbell, Chicago, has just 
been appointed manager of the life in- 
surance brokerage department of the 
general agency of the National Life of 
Vermont. He has been associated with 
Marsh & McLennan for the past ten 
years as contact man in the business 
placing department. Prior to that con- 
nection he was with the Union of Can- 
ton and was also with the western 
department of the Queen as an exam- 
iner, 
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chairman of the house 


insurance, 
303. 


Johnson, 
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house bill 


Insurance Day Committee Named 
A. Hyde, 


Maurice chairman of 
braska Insurance Day celebration, 
held this year in October, has 
A. R. Talbot, head of the 

Woodman; Howard S 
of the Bankers Life; Fred 
president of the Union Fire, 
E. Helvey, secretary of the 
Federation of Nebraska, 


E. 


gram. 


Draw Up Tax Bill 


The lowa senate ways and 
to| draw up for committee 
a bill for a sales tax of 
in effect in Tennessee. 


tax aflects all 


the 
The 
merchants and corpora- 
tions, public utilities, state banks, 
surance companies and ‘similar organ 
izations, levying one-fifth of 1 
on sales, premiums and income. 
said that such a tax would raise 
$13,000,000 for the state. 


type now 


It 


Progressive Life in Trouble 


The Progressive 
Ill., has been cited 
court before Judge 
to show cause why its assets should not 
be taken over by the director of 
and commerce and its affairs liquidated. 
The court has enjoined the 


Life of 
to appear in 


Frank W. 
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committee has appointed a subcommittee 
consideration 
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New Men in Whatley Agency 


to fall below the 
charges officials have 
reestablish the fund. 
Jan. 28, 1929, was 
394, according to 
| examination made 


deficit 

to be 
based 
12. 


as 


$3, 


Thomas Lynas Strong has joined the 
General 


under 


Aetna Life in Chicago 

Agent S. T. Whatley. Mr. Strong is a 
| grandson of Thomas R. Lynas, who was 
| for many years general agent of the 
Aetna in Chicago and Wisconsin. 

Another recent addition to the What- 

i ley agency in Chicago is Charles H. 
| Kirkpatrick, who has been prominent, in 
| oi! development in Los Angeles and for 
| many years operated an automobile 
agency there. 


Cornelius Opens Own Office 


Howard W. 
Dewes & 
Charles Sincere 
cago investment 
office of his own 
ing, 
j}ently. Mr. Cornelius properly re- 
| garded as the leading insurance invest- 
| ment and stock expert of Chicago. He 
| has a large following in the insurance 

it among those inter- 


Cornelius, late of Lewis- 
Company and formerly 
& Company, both Chi- 
houses, has opened an 


in the Borland build- 


1s 


| field and outside 


Ridgely- | ested in insurance investments. 
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Jefferson Standard Life Branch Gave a 
Most Excellent Account of 
Itself Last Year 


The Charlotte, N. C., office of the 
Jefferson Standard Life was the leading 
agency for last year. It placed $8,028,- 
000 in 11 North Carolina counties. 
Charlotte itself has a population of 100,- 
000. The Charlotte office has also the 
leading personal producer for the year, 
he being W. L. Brooks, who is manager 
of the agency. He paid for $1,240,000. 
One member of the agency, J. V. Bar- 
ringer, operating in rural territory, in- 
sured more lives than any other agent, 
having a record of 460, or a total vol- 
ume of $575,000. He ranked next 
Manager Brooks in total yolume. 


Wins Club Presidency 


Mr. Brooks won the presidency of 
the Julian Price Club, which is the high- 
est honor that an agent can obtain. The 
presidency is awarded to the agent with 
the best renewal record of the year. 
With $1,400,000 personal business com- 
ing up for second year renewal last year 
Mr. Brooks renewed all of it. The Char- 
lotte office itself continued its member- 
ship as a “Julian Price Agency” which 
is awarded to the agency having a very 
high second premium renewal record, 
It had 91.5 percent renewal on $6,250,- 
000 business that came up for the sec- 
ond premium. 


Results of Year Analyzed 


The Charlotte agency paid for more 
than $2,500,000 of its 1928 total in 
November. The ten leaders paid for 
$4,738,150 during the year. At no time 
did the agency have more than 40 men 
under contract, so the average produc- 
tion meant $200,000 per man. The Jef- 
ferson Standard has in force through 
the Charlotte office $35,000,000 insurance 
in 12,925 policies. Of the business paid 
for last year half came from Mecklen- 
burg county, of which Charlotte is the 
county-seat. In addition to Manager 
Brooks, Assistant Manager H. L. 

Evans, and Cashier T. S. Franklin, Jr., 





Mr. Campbell will leave soon for the 
home office of the National Life, where 
he will spend about two weeks familiar- 
izing himself with all phases of the 
company’s operation and its policies. 

Mr. Campbell has been associated 
with insurance for the past 16 years, all 
of which time he has spent in Chicago. 
He has a splendid following among the 
Msurance men in that city. 

Would Restrict Investments 

The Illinois state administration is 
athering a bill to prohibit a life com- 
pany from investing more than 10 per- 
‘ent of its assets less capital in any 
one property. This is due undoubtedly 
fo complications that have arisen in 
Illinois within the last year where it 
was found that a few life companies had 
a large part of their assets tied up 
" an office building. When it came to 
4 pinc) it was found impossible or 
‘ery dificult to take care of the busi- 
"ess because the assets were concen- 
‘rated in one property. The new law 
would prevent. this. 

The bill was introduced by G. J. 


the agency has nine full time agents in 


to | 


CHARLOTTE AGENCY RECORD | Charlotte itself. 


In this group are three 


| ex-mayors of the city. 








| liam 
| tary 





Acacia Mutual Meeting 


A regional convention of the branch 


managers and agents of the southern 
territory of the Acacia Mutual Life ot 
Washington, D. C., was held at New 


Orleans March 25 and 26. President Wil- 
Montgomery and Assistant Secre- 
Samuel J. Roberts represented the 
home office. Plans were discussed which 
will play a large part in the increase in 
business which the association has set 
as its goal for 1929. During the year 
just closed the total of insurance in force 
was brought to the new high mark of 
more than $300,000,000. Present indica- 
tions point to an even greater increase 
this year in placed business. 


Changes Name to Acme 
The Guardian Life of Austin, .Tex., 
has amended its charter to change its 
name to the Acme Life. ’ A. Keeling, 
former attorney-general Texas, is 
president of the company. 


for 


To Have Course at Birmingham 
The Sales Research 
its regular four- 


Insurance 
Bureau to conduct 
day lecture course in agency manage- 
ment in Birmingham, Ala., from April 
17-20, inclusive. A previously announced 
course in Dallas, Texas, from April 
16-19 has been postponed. 


Life 


is 


Offers Employes Stock 


The Seaboard Life of Houston an- 
nounces a plan whereby the agents and 
officials, or employes the company, 
may buy stock in the concern. It plans 
to increase the capital stock of the com- 
pany in October to an amount equal to 
that subscribed by the agents and other 
employes and paid for before or at that 
time. No block of stock for more than 
1,000 shares will be accepted under the 
new scheme. The price will be $150 per 
share. The company announces it has 
decided upon the plan to encourage 
thrift and to bring about more interest 
in the company and its affairs on the 
part of the agents and employes. 


of 


Bank of Springfeld and 
Bank of Girard from re- 
| leasing funds in the company's accounts 
the 


rhe bill states that the mutual assess- 
ment company has permitted its reserves 
and 
no effort to 


of 


upon 


of 


Chicago, and will operate independ- 













Read These 
Live Articles 


in the April issue of the 
“Query Auto Double Indemnity,” 


Accident Underwriters discuss ad- 
visability of this common form 


“Offers Program for Agents,” £. A. 
Johnson, Inter-Ocean Casualty man- 
ager for Illinois, gives plan for im 
provement 


“Starvation 
i Lent of 
says accident 
MLONC 


Period Unnecessary,” C. 
Abraham Lincoln Life 
and health men can 
make from the start 
“Standard Provisions Analyzed,” SS. 
WV. La Mont, third vice-president of 
the Metropolitan Life, gives an un- 
usually clear explanation 


Claims,” Gen 
always lowered 


Capitalizing Flu 
eral sales resistance 
after a bad epidemi 


on 


“Sidelights on Business Builders,” 
Interesting bits about men m_ the 
business 

“Helpful Hints to the Man in the 
Field,” George Brown presents some 
timely comments 

“Policy Changes,” Brief reviews 


about 
ratcs 


changes in policies, riders and 


Subscribe to the 
A. & H. REVIEW 


and learn how to 
clients better and 
customers casier! 
SEND NO MONEY BUT MAIL 
-=—-—=—COUPON TODAY---—-— 


The Accident & Health Review, 
175 W. Jackson Bivd., 
mM. 


old 


new 


serve 


secure 





! Chicago, 
| Send me the A & H Review for one year starting 
" with the April issue and bill me for $2.00 

| Name 


Actress 


State 


City 
bnaisenusavanananaosenanuidaion 








e a 


i FE INSURANCE _ 
__REC LAM ATIO N 
_ CONSERVATION 











JACK ROBERTS HANN pees 
HARRY W. RICE we pees. 


10 
\. SO.LA SALLE ST 
CHICAGO 





A REAL OPPORTUNITY AT 
DAYTON, COLUMBUS AND 
MANSFIELD, OHIO 


Presents itself for a high grade producer 
and agency builder for the position of Man- 


ager. Write fully, in strictest confidence to 
the Agency Department, The Toledo Trav- 
elers Life Insurance Company, Toledo, Ohio, 




























THE NATIONAL 





U N DERW RITER 

































A Hotel of Character 


The character of a hotel is 
indicated by the class of 
people to whom it caters. 
When leaders itt the business 
and professional worlds visit 
Cleveland, their friends sel- 
dom ask in what hotel they 
may be found. It is expected 
that they will make The Hol- 
lendea their home when in 
Cleveland. 














atmosphere of 
home-like comfort, efficient, 
yet unobtrusive service, and 
a charm of surroundings 
which makes the guest feel 
thoroughly at home. 


There is an 














1050 ROOMS — 1050 BATHS 
300-CAR FIREPROOF GARAGE 
RATES $3.00 AND UPWARDS 


In Cleveland It’s 
THE HOLLENDEN 
Theo. DeWitt, Vice 

& Gen Mar. 

Superior Ave. at East Sixth St. 










Pres. 













In Cleveland ~Its — 


Tar HOLLENDEN “ 














When in 
Omaha 


Hotel Conant 


New— Fireproof 


250 Rooms with Bath 
Rates $2 to $3 




















DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


OBERT F. PALMER 
General Agent for Illinois 
BERKSHIRE LIFE INS. CO; 
of Pittsfield, Mass, 
105 So. La Salle 
CHICAGO, ILLINOIS 























Agency Field 
Supervisor 


State of Wisconsin. 
Must have experience and be capable 
of attracting agents. Address Wis- 
consin Standard Life Insurance Com- 


wanted for 


pany, Monroe, Wisconsin. 








LIFE AGENCY 


Wanted with good progressive life company, 
by man with several years experience in per- 
sonal production and agency work, with good 
record. Michigan territory preferred. Address 
K-74, care The National Underwriter. 




















PACIFIC COAST AND MOUNTAIN FIELD 











SACRAMENTO AGENCY LEADS 





Manager Fred J. Johns and His Men 
Making Fine Record for Califor- 
nia State Life 


By F. W. BLAND 
SACRAMENTO, CAL., March 28.— 
The Sacramento agency of the Cali- 


under the direction 
manager, led in pro- 
and February. 


fornia State Life, 
of Fred J. Johns, 
duction for J anuary 
January ‘business was $387,000 and 
February, $424,000. Mr. Johns antici- 
pates that A an agency will do $3,000,000 
in 1929. Johns recently joined the 
California "Sisk Life, having been in 
the hotel business for many years. He 
is a man of executive ability and a 
large acquaintance in Sacramento. He 
has reorganized the Sacramento agency 
and has shown a remarkable aptitude 
for organization work. At present he has 
23 producers under contract, 11 of whom 
had their names on the company’s honor 
roll for paid business in February, and 
15 appeared on the honor roll for com- 
pleted applications the same month. 

The company publishes a conserva- 
tion honor roll each month. The 
agents’ names that appear on this list 
are those whose renewal ratio is 85 
percent or better of their exposed busi- 
ness. Two agents had the honor of 
renewing 100 percent of their 1927 busi- 
ness and both worked under the direc- 
tion of Manager Johns of Sacramento. 
EN were Stella G. Gibbs and Ralph 
Taylor. Mrs. Gibbs has represented 
the company for eight years and is the 
only woman who has consistently made 
the El Capitan Producers Club. Her 
renewal record indicates the selection 
she uses in her work and the attention 
she gives her policyholders. 


Washington Court Defines Disability 


When a person injured during em- 
ployment is so far disabled that he can 
not with any degree of success within 
the range of his normal capabilities earn 
wages or profit in some gainful occupa- 
tion or pursuit, he is entitled to a total 


disability rating, and to insurance 
benefits. | 
That is the ruling of the supreme 


court of Washington in a decision which 
affirms the lower court, in allowing Ed- 
ward M. Storwick of Seattle recovery 
for total disability under policies in the 
Reliance Life. 

Storwick claimed total disability be- 
cause of a head injury sustained when 
a piece of timber fell on him while 
working as stevedore foreman in Seattle, 
which physicians testified has left him 
in a nervous state and unfit for pursu- 
ine his occupation of ship’s master. 


Moves Into New Building 


Transfer of the archives and person- 
nel of the home office of the Northern 
Life of Seattle marked the actual be- 
ginning of use of the 27-story Northern 
Life Tower, under construction for six 
months past. 

President D. B. Morgan announced 
the volume of new business so far in 
1929 is 40 percent ahead of 1928. It 
seems certain that the company will 
close the year with assets of $10,000,000. 

The Northern Life will be host to the 
Seattle Life Underwriters Association 
at a luncheon in the new building April 
5, at which a tour of the building will 
be made. 





Fight Grace Extension Bill 


Life underwriters associations in Cali- 
fornia have joined with the Life Presi- 
dents Association in an effort to defeat 
Senate Bill 837, introduced by Senator 
Rochester and designed to make radical 
extensions in the grace periods for pay- 
ment of premiums. The senate com- 


mittee will heart the matter April 4. 





ADDS TO ITS AGENCY CORPS 


Mountain States Life Has Made a Num- 
ber of Important Appointments 
in the Field 


Truesdale of Santa Paula, 
an agent of the Interna- 
more recently of the 
New York Life, has gone with the 
Mountain States Life. Fred Froude of 
Fresno, Cal., has been appointed general 
agent there. He was connected with 
the Prudential and more recently with 
the Jefferson Standard. Last year he 
produced $500,000, Fred L. Leonard of 
Long Beach, Cal., who was formerly with 
the International Life and prior to that 
with the Idaho Life, has gone with the 
Mountain States Life. Clarence L. Bliss 
of Los Angeles, who was formerly gen- 
eral agent of the Columbia Life & Trust 
in Oregon and Washington, and later 
was general agent in California for the 
Northwestern National of Minneapolis, 
has gone with the Mountain States Life, 
having a roving commission. 

H. E. Albro of Ventura, formerly 
general agent for the International Life, 
and later with the West Coast Life, has 
gone with the Mountain States. E. A. 
Russell and R. E. Harris as Russell & 
Harris have been appointed general 
agents of the Mountain States in Ne- 
braska with headquarters at Arnold, 
Neb. Mr. Russell represented the Moun- 
tain States for a number of years. Mr. 
Harris is cashier of the Security State 
Bank of Arnold. V. R. Watson has 
been appointed agency director of the 
Rocky Mountain district. He has been 
connected with the company for the last 
two years. 


Claude M. 
Cal., formerly 
tional Life and 


Brainard on Coast Trip 


Morgan B. Brainard, president of the 
Aetna Life and affiliated companies, who 
is visiting California for the first time, 





1929 


March 29, 


arrived in San Diego last week, making 
the trip from New York via the Panama 
Canal. Mr. and Mrs. Brainard motored 
to Los Angeles, Santa Barbara, and Sa 
Francisco, the return trip directly home 
from that city being made by train. 

While in Los Angeles Mr. Brainard 
was the guest of honor at a banquet 
attended by more than 100 members of 
the local office and field forces of the 
life and casualty departments of the 
Aetna companies. Wilmer M. Ham- 
mond, general agent of the Aetna Life, 
presided as toastmaster and brief after 
dinner sneeches were made by George 
W. Sessions on behalf of the life men, 
and by Leland Mann, manager of the 
Aetna Casualty. 

President Brainard was also the guest 
of honor at a luncheon tendered by the 
San Francisco office March 27. 


Hart Visits Coast Agencies 


Vice-president Hugh D. Hart of the 
Penn Mutual started Tuesday for a 
visit to agencies on the Pacific Coast 
and in the northwest, and agencies in 
Chicago. The agency reorganization 
goes steadily on, and is reflected in a 
strong gain in paid-for new business the 
first quarter of 1929. 


California State Meeting 


The annual convention of El Capitan 
Producers Club of California State Life 
will be held the‘ last week of August 
at Coronado Beach. To qualify for this 
convention it is necessary for agents to 
make their quota allotment of $125,000 
of paid business. 





Allen Agency Broadcasts 


The J. T. Allen agency of the Kan- 
sas City Life in Denver is broadcast- 
ing a series of life insurance programs 
twice a week over station KFEL. Each 
program includes a lecture on life in- 
surance by Mr. Allen, Mr. Tinsley, the 
city supervisor of the agency, or Mr. 
Vernon, a local agent. The Allen 
agency is one of the largest agencies of 
the Kansas City Life and has put the 
Kansas City Life fourth in the amount 
of business in force in Colorado. 
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KNOCKS OUT POLICY CLAUSE 





Monthly Premium, Paid Late, Carries 
Insurance for Full Month, Supreme 
Court Rules 


LINCOLN, NEB., March 28.—The 
Nebraska supreme court holds, in Jones 
vs. World Accident, that companies 
writing monthly premium accident 
business, where there is a_ sus- 
pension for default on the first of 
the month, can not enforce a _ rule 
that any subsequent payment made 
during the month merely carries the 
policy to the first of the next month. 
The court says the policy is actually 
written for one month only, there is no 
direct obligation to pay subsequent pre- 
miums and failure to pay on the first 
of the month should terminate the pol- 
icy. While the contract is made in con- 
templation of subsequent payments, the 
only consequence of failure is lapsation. 
When that happens the policyholder is 
without insurance until reinstated by 
payment of another premium. 

As the policy was not in force during 
the period of suspension, the holder 
could not enforce any liability, and 
hence he should not be forcad to pay 
for that period. As Jones had paid a 
full month’s premium, he was entitled 
to a full month’s coverage, and as the 
accident occurred during that period he 
can recover. 

The court held with the company, 
however, that payment of the premium 
to another who could not be delegated 
with power to act as agent by the col- 
lector is not payment to the company. 





Following his custom Jones had paid 
the premium two days ‘after it became 
due to a neighbor woman, who couldn't 
pay the agent when he called because 
she had spent the money and did not 
pay him until two weeks later, after the 
accident. 





INDUSTRIAL CONFERENCE 
MEETS IN MOBILE, ALA. 


The officers and executive committee 
of the Industrial Insurers Conference 
met in Chattanooga last week and de- 
cided to hold the annual meeting at 
Mobile some time in November. G. R 
Kendall of the Washington Fidelity Na- 
tional, chairman of the executive com- 
mittee, presided. There were present 
P. M. Estes, Life & Casualty of Nash- 
ville, who is vice-president; J. R. Leal, 
Interstate Life & Accident of Chatta- 
nooga, president; B. L. Tatman, Reli- 
able Life & Accident of St. Louis: 
W. R. Lathrop, Southern Life & Health 
of Birmingham; A. B. Langley, Caro- 
lina Life; C. A. Craig, National Life & 
Accident; E. T. Burr, Durham Life; 
R. H. Dobbs, Industrial Life & Health. 


BUSINESS MEN’S ASSURANCE 
CONVENTION AT CHARLEVOIX 


The Business Men’s Assurance will 
hold its second annual all-star conven- 
tion at Charlevoix, Mich., the week © 
Aug. 25. It wil be a three- day session, 
with the mornings devoted to business 
and educational meetings, and the after- 
noons spent in recreation. This takes 
the place of the annual convention © 
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all members of the 1000 Club which the 
B A. formerly held at its home 
office each year in January. Only those 
who qualify as directors of the B. M. A. 
1000 Club are eligible to attend. Those 
agents who did not qualify before Jan. 
1 are given until July 1 with a slightly 
higher quota to make another effort to 
qualify. 

In addition, the B. M. A. will hold 
sectional meetings throughout the coun- 
try beginning April 7 and continuing 
through July 26. 


Appointments Announced 


Because of the large territory covered 
the East St. Louis, Ill., district of 
the Washington (Fidelity National, it 
has been decided to divide the territory 
fhe southern part will continue as the 
Kast St. Louis district with J. H. Fiedler 
is manager. The northern part will be 
handled through a new office established 
at Springfield, 111, by B. C. Findley as 
manager. John Dillehay has been ap- 
pointed field superintendent of the Wash- 
ington Fidelity National in Detroit No. 1. 
He made a great record as an agent 


last year. In Detroit No. 2 a vacancy 
was recently caused by the promotion 
of Field Superintendent L. S. Wilbur to 


manager at Dayton. This opening was 
filled by the promotion of Agent Charles 


Starita, 


Question Troubles Court 


The court of appeals at Columbus, O., 
has taken under advisement another 
phase of the case of the Cleveland Ac- 
cident Insurance Company. Some time 


accident busi- 
certain fund 
were in- 
concern. 


ago the court ordered the 
ness to be continued and a 
distributed among those who 
sured in the life end of the 
Now the question has arisen as to what 
part of this fund shall be allotted,ifany, 


to widows of insureds who have died 
since the distribution order was issued, 
and matured aged benefit certificate 
holders, who have reached the age of 


70 years and more. 


Chicago Managers’ Annual Meeting 


The annual meeting of the Accident & 
Health Managers Club of Chicago will 
be held at 6:30 p. m., April 2, at the 


Lake Shore Athletic Club, 850 Lake Shore 
Drive, Chicago. Election of officers will 
take place immediately following the 
dinner. The members and their guests 
will be given all the privileges of the 


l 
Athletic club for the rest of the evening 


National L. & A. Promotions 


Superintendent M. Irwin of the Waco 
district of the National Life & Accident 
has been promoted to manager of the 
Moberly district. M. L. Oldham of 
Jonesboro, A. P. Scott of New Orleans 
No. 1 and J. S. Brohn of New Orleans 
No. 3 have been made superintendents 
in their respective districts. L. B. Pratt 





f Jonesboro has been advanced to a 
superintendency in the Springfield, Mo., 
district Whit Erwin of Vicksburg is 


i. superintendent in the Jackson, 


| NEWS Of THE 
ARGUE OVER CODE REVISION 
Rival Factions Appear at Michigan 


Senate Hearings—Representatives 
of Several Favor Uhange 





Fire and casualty company representa- 
ives showed themselves favorable to the 
proposed revision of the Michigan in- 
surance code when they gathered for a 
public hearing in the senate chamber in 
ig this week. The only element 
tion was presented by rival fac- 








ons in the fraternal field. Speakers 
or the Royal Neighbors and Modern 
Wood: an expressed a fear that the law 
vould remove the lodge features from 
lraternal insurance. It was pointed out, 


iowever, by 
section 


y other speakers that the 
’ mn relating to fraternals is elective 
and that societies not wishing to adopt it 


7 continue on the old basis. 
Several spokesmen for other fraternals, 
Otably the large Michigan societies, 


the Maccabees, Women’s Benefit Asso- 


“lation, and Gleaners, said that the new 
on would put fraternal insurance on | 
‘ Vastly sounder business basis, modern- 
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Miss., district. L. V. Paschal of Nashville 


No. 1 has been made superintendent in 
the Knoxville district and G. L. Ragan | 
of Nashville No. 2 has been promoted to 


a superintendency in the newly created 


Memphis No. 3 district. 


Meets All Department Requirements 


LANSING, MICH., March 27—The re- 


organized official personnel has straight- | 


ened out the affairs of the 
anty to the satisfaction of the Michigan 
department and its receivership proceed- 


ings will be quashed, it was announced 


Income Guar- | 


following a conference of the company’s 
officers with department executives. All 
of the demands of the department have | 


been fully met and it 
the company will now be able to go 
ahead on a sound financial basis. 


Form Boston Claim Association 


BOSTON, March 27—The Boston Life 
& Accident Claim Association, composed 
of the claim representatives of life and 
accident companies doing business in 
soston, is the newest insurance organi- 
zation here. It will be similar to the 
ones in Chicago and New York, having 
as its purpose cooperation among the 
claim men and the better handling of 
claim and allied interests 

Kdward D. Millea of the Equitable Lif« 
was elected president and Harry W. 
Read, Connecticut General Life, secre 
tary. A vice-president and treasurer 
will be elected at the next meeting, 
April 5, whena constitution and by-laws 


will be adopted. 

Some 25 claim men were in attend- 
at the initial meeting night and the 
expected to have a mem- 
when organization 


ane 
association is 
bership of around 50 
is completed, 


Loyal Protective Changes 


A. L. Van Gilder, who has been state 
manager for Michigan of the Ridgely 
Protective, with headquarters in Detroit, 


has been transferred to Chicago as state 


manager for Illinois. S. B. Soule, former 
district manager at Flint, Mich., has 
been transferred to Detroit as Michigan 


state manager. 





Will Operate as Mutual 


A charter has been granted to the In- 


come Protective Association of Tulsa 
Okla., and application has been made 
for license. Incorporators are CC. B 
Faubion, investment broker; Charles 
Borders, secretary of the United Build- 
ing & Savings Association, both of | 
Tulsa; P. B. Speed, associated with the 


Page interests at Sand Springs, and J. A 
Seekatz of Tulsa 

The association will write only health 
ind accident insurance and will operate 
as a mutual. Mr. Faubion has been 
appointed agency manager. He has a 


background of years of experience in 


selling insurance, having formerly been 
state manager for the Great Northern 
Life Roy E. Savage, who until Feb. 15 
had been assistant insurance commis- 
sioner of Oklahoma, is attorney for the 


association. 


Fy T 
FRATERNALS 
izing its insurance features and giving 
members new privileges in line with the 
trend of the times. They pointed out 
that the bill is one advocated by the 
National Fraternal Congress. 


Would Amend Law on Reinsurance 


A bill introduced in the New York 
legislature amended subdivision 1, sec- 
tion 236, insurance law, by striking out 
provision that no fraternal shall make 
any contract of reinsurance of risks 
with any company or association not 
licensed to do business as a fraternal 
benefit society in that state. 


Life Notes 


The Life & Casualty of Chicago, a 
stock life company. has been admitted 
to Indiana, 

The Maryland Life of Baltimore re~ 
ported assets of $5,634,036 in its state- 
ment for 1928. 

A. F. Mitchell has been appointed as- 
sistant actuary of the Great Southern 
Life of Houston. 

The Central Life of Illinois has re- 
cently changed its agency publication 
| to a complete magazine known as the 


“Centralizer,” published monthly. 


is anticipated that | 


| 
| 
| 
| 
| 
| 


| 




















More Than a Contract 


The Ohio National Life Insurance Company’s 
service to agents includes: 


Non-participating Policies Accelerated Dividend Pro- 


Participating Policies Visions , 
Free Health Examinations — Sub-Standard Fecil- 


Juvenile Policies (from birth 
to age 10) 

Personal Life Income Poli- 
cies, issued without ex- 
amination 


Selective Risk or Non-Med- 
ical Service 

Total Disability Clause (not 
Total and Permanent) 

Automatic Premium Loans 


Cooperative agency building and the family spirit 
which exists throughout the entire Field and Home 
Office organization are factors which make an Ohio 
National connection “More Than a Contract.” 


This service and the spirit of cooperation will help 
you succeed. 


Agents wanted in Illinois, Indiana, Iowa, Kansas, 
Kentucky, Michigan, Missouri, Nebraska, Ohio, 
Pennsylvania, Tennessee, Texas and West Virginia. 


For information write: 


The Ohio National Life Insurance Co. 
Cincinnati, Ohio 


T. W. Appleby, President. 
E. E. Kirkpatrick, Supt. of Agencies 
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‘‘In This Way We Measure”’ 


LIFE INSURANCE COMPANY may well measure its success by 

the good it performs rather than by great size. Through eighty-six 
years THe Muruar Lire Insurance Company or New York, the “first 
American Company,” has measured its success by the scope, manner and 
degree of its service. In such a way it is measuring now as its service 
broadens. 

Issuance of contracts of all standard forms, substantial dividends, 
income settlement provisions, Disability and Double Indemnity Benefits, 
and prompt payments and practices for convenience of members are 
embraced in its present service. 

It welcomes as field representatives those who know that success is 
according to the natural law of compensation—that the best comes to 
those who give out the best of themselves. 


The Mutual Life Insurance Company 


of New York 
New York, N. Y. 
GEORGE K. SARGENT 
2nd Vice-President 
and Manager of Agencies 


34 Nassau Street 


DAVID F. HOUSTON 
President 

















BIG OPPORTUNITIES WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has General Agency openings in Texas, Oklahoma, 
Arkansas, Missouri, Kansas, New Mexico, Arizona and California. 
Liberal first year and renewal commissions, together with exceptional 
line of policies and other attractive inducements offered to capable men 
of high character and records of successful experience who would be 
interested in building a profitable future with a progressive Western 
company. For full information address 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 
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Security~— 


. 


The Mutual Benefit Life Insurance Co. 


@ When the Mutual Benefit was 


organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


Newark, N. J. 
Organized 1845 











FORTY-FOUR PER CENT 


ON POLICY HOLDERS 


Established 1879 


The Bankers Life Company established two records in October, 1928, 
“Policy Holders’ Month.” 

The paid-for production of $17,708,649 was the greatest October total, 
and the second greatest total for any month, in the Company’s 
history. 

More than 44 per cent of the October production was written on 
Bankers Life policy holders—another Onward March record. 


BANKERS LIFE COMPANY 


The Onward March Company 


GERARD S. NOLLEN, President 
DES MOINES, IOWA 


ithe V. 


























Onto - Inpriana - MicniGan - Kentucky - PENNSYLVANIA 
West Vircinia - Texas - OxLtanoma - CauiFrornia - ILLinors - Iowa 


Tell it all in first letter 


THE OHIO STATE LIFE INSURANCE 


BASIS 


Go Into Business with 
Us on the 


PARTNERSHIP 








Life Health Accident 
STANDARD 
SUB-STANDARD 
SUPER-STANDARD 





COMPANY—Columbus, Ohio 

















PERSONAL INTEREST— 


There is a bond of sympathetic interest between this Company and its 
Field Men which is forging both ahead. Maybe you could reach a higher 
goal in this atmosphere? 

Possibly your section is open. 
information. 


A. L. Key, President J. M. Mitchell, Agency Manager 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY 


Chattanooga, Tennessee 


Faithfully Serving Insurers Since 1903 
Operating in Alabama, Arkonsas, Florida, Georgia, Louisiana, Mississippi 
North Carolina, Oklahoma, South Carolina, Tennessee, Texas and Virginia. 


A letter, in confidence, will secure this 
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RICHMOND COMPANY IS SOLD 


Group Headed by Bolling H. Handy, 
Former Industrial Commissioner, 
Buys Mutual Insurance Co. 


—_—. 


RICHMOND, VA., March 
group of Richmond business men has 
acquired a majority interest in the Mu- 
tual Insurance Company of this city, a 
sick benefit and industrial life company, 
and elected Bolling H. Handy chairman 
of the board. Control of the company 
was bought from J. N. Walker, presi- 
dent, and four associates, who owned 
practically all the stock. Mr. Walker 
and the other officers were retained in 
their respective positions, but it is 
understood that Mr. Handy, who has 
been chairman of the industrial com- 
mission of Virginia for several years, 
will be actively in charge of the com- 
pany’s affairs. He resigned from the 
industrial commission this week, the 
resignation to be effective April 15. He 
began his second term on that body last 
October and had more than five years 
yet to serve. 

The Mutual Insurance was organized 


28.—A 








35 years ago as the Mutual Beneficial 
Association and operated for some years 
on a strictly mutual basis. Ten years 
ago, the charter was amended, changing 
its name and converting it into a stock 
company. The new owners have not 
announced their plans for the future, 
but it is reported that they contemplate 
a more intensive development of the 
business and enlargement of the scope 
of operations, now restricted to Vir 
ginia. 


Prudential News 


Agent Alphonse Grove of the Dav« 
port, Ia., district, has been made an as- 
sistant superintendent in the = same 
office by the Prudential. 

The Columbus, Ohio, No. 2 district 
staff recently honored Agent Robert E 
Stanton, who has completed 30 years of 
continuous service. His entire tenure 
has been spent in Columbus. 

Agent Loren H. Peck of the Syracuse 
No. 2 district has been named an assist- 
ant superintendent. 

Twenty-five years as a Prudential 
field representative have been rounded 
out by Superintendent Thomas G. Dick- 
inson of the Racine, Wis., district. 
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SHOW WHAT ESTATE CAN DO 


W. L. Wadsworth Tells Boston Sales 
Congress “How to Meet Our 
Toughest Competitor” 


BOSTON, March 28.—William L. 
Wadsworth, supervisor of agents with 
W. Kenney agency of the Con 
necticut Mutual Life in Boston, spoke 
at the New England Sales Congress under 
the auspices of the Boston Life Under- 
writers Association, taking as his sub- 
ject “How to Meet Our Toughest Com- 
petitor.” 

Mr. Wadsworth is one of the younger 
men on the street and has built up a 
reputation as an aggressive life insur- 
ance man. 

“The average man wants to know how 
his estate is going to take care of his 
family,” he said. “I feel that we have 
got to point out clearly just what the 
estate will do and combat all the many, 
many methods of protection that are 
imaginarily in a man’s mind. 

“To do this,” he continued, “I bring 
up the point that there are only three 
things that a widow, or any one for that 
matter, can do with money and consid- 
ering that fact he should pick the best 
method of the three, which are: 1. Spend 
it; 2. Invest it conservatively (yield 5.20 
percent); 3. Speculate. 

“I then go over these points and ask 
if he wants his wife to start spending the 
capital and the usual answer is ‘No.’ On 
the second point he is generally inter- 


ested. The answer to ‘speculate’ is usu- 


lally ‘No.’ 


“This brings us to the second step, 
which is a return of 5.2 percent pur- 
posely because it represents an income 
of $1 per week per $1,000 of protection.” 

* * x 

Oklahoma City—Contrasting the re- 
quirements of a life underwriter today 
with those of a few years ago, Henry E. 
Walker, manager of the Equitable Life 
of New York at St. Louis, Mo., gave the 
Oklahoma association at its regular 
monthly meeting one of the most prac- 
tical and interesting messages that has 
been presented this season. 

At the business meeting which pre- 
ceded the program, it was announced 
that the current membership drive had 
raised the names on the roster to 168. 
President Homer Jamison urged those 
present to put forth every effort to bring 
the membership to 200 before the April 
meeting. 

The association members stood with 
bowed heads for a moment out of re- 








spect to Milas Lasater of the Federal 
Reserve Bank of Wichita, Kan., who 
died recently. Mr. Lasater was an out- 
standing figure in life insurance, having 
been connected with the profession 
Oklahoma for years. previous to his last 
connection. 

George E. Lackey, chairman of the 
program committee, announced Leo! 
Soper, agency assistant at the home offic 
of the Phoenix Mutual, as speaker f 
the April meeting. 

Ba 

IMinois.—V. J. Harrold, superintend 
ent of agencies Lincoln National Life 
has been invited by the Illinois Ass i 
tion of Life Underwriters to be the gues 
speaker at the meetings which will be 
held in Champaign, Decatur, Springfiel 
and Peoria. tir. Harrold will be 
companied on his trip by Claren H 
DeLong of Champaign, president 
Illinois association. 

x * * 

Galesburg, Hl—Lester © Schrive 
Peoria, was speaker at the m 
meeting of the Galesburg assovciatior 
last week. Walter Tarpy, president, was 
in charge of the program. 

ie 5 otk 

Philadelphia.—The “original cas d 
rect from its New York sales congress 
run, of the $1,500,000" skit, “A Day 
the Field,” will be the feature of U 
April dinner-meeting of the Philadel 
association. 

“How Shall We Train Our Men?” Ww 
be answered at the meeting fF tl 
Friendly Conference of general agent 
managers and superintendents t 
Philadelphia association by TT. Mow 
Searles, general agent of the Aetna Li! 
at Newark, N. J. Mr. Searles w base 
his talk on agency schools, the val 
of which he has demonstrated 
own apency. 

* * * 

Denver.—Frank H. Davis, recet'!) 
pointed general agent of the Penn 
tual Life for Colorado, Wyoming, ** 
Mexico and Arizona, was the euest 
the Colorado association at a _ dinn 
meeting Wednesday night. He ev 
address on “Ambassadors of Thr't 
Land Gone Speculation Mad.” 

A number of agencies hav 
placed in Class A with 90 pe? 
more of their full-time men now 
rolled in the Colorado associat 
was explained that a quota of 3 
bers had been named for the ‘ 
association in a general drive to aid! 
National association to achieve its °™ 
jectives. Starting with a members? 
of 245, the Southern Colorado asso 
tion consolidated with the ma b 
adding 30 members. 

* * * 

Chiecago.—C. Alison Scully f 
York, vice-president of the Natio’ 
Bank of Commerce, delivered lect 
on “Why Appoint a Corporate Fiduc™ 
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at the meeting of. the Life Trust Insti- 
tute in Chicago Wednesday evening. The 
institute is conducted cooperatively by 
the Chicago association and a group of 
downtown Chicago trust companies. 
Floyd B. Weakly, trust officer of the Peo- 
ple’s Trust & Savings Bank and secre- 
tary of the Corporate Fiduciaries’ Asso- 
ciation of Chicago, spoke on “Legal 
Steps in Estate Administration.” The 
lectures are given in the Chicago Board 
auditorium in the Insurance Exchange. 

The office of the Chicago association, 

which Clinton F. Criswell is man- 
aging director, is now located at 1389 
Adams-Franklin building, 222 West Ad- 
ams street. The quarters are larger and 
more attractive than the old quarters 
were, and have more space for clerical 
help, the library and office supplies. The 
new telephone number is State 5324. 

* * 

Montgomery, Ala.—W. E. Bilheimer of 
St. Louis addressed the Montgomery as- 
sociation at a recent meeting. 

es 

Buffalo, N. Y.—The Buffalo association 
s continuing its campaign of education 
by providing speakers for various lunch- 
eon and civic club meetings. Walter B. 
Sheehan, secretary of the association, 
spoke last week before the Kensington 
Business Men’s Association, stressing 
the importance of life insurance in 
financing commercial ventures. 

* * * 

San Franciseco.—The San Francisco 
association held its regular monthly 
meeting March 28 with Coleman Cox, 
writer, speaker and philosopher, as 
principal speaker. Thirteen were admit- 
ted to membership. 

a 

Cleveland.—The monthly meeting of 
the Cleveland association will be held 
April 12. The principal speaker will be 
Robert H. Denny, who is associated with 
E. B. Hamlin in the Cleveland agency 
of the National Life of Vermont. Mr. 
Denny will give the same talk he gave 
before the sales congress at Cincinnati. 
His subject is “Prepared Presentations.” 


INTERNATIONAL LIFE 
RECEIVERS MAY SUE BANK 


United States District Judge Davis of 
St. Louis, Mo., has authorized Superin- 
tendent Joseph B. Thompson of Mis- 
souri and Massey Wilson, receiver for 
the International Life, to file a suit in 
the federal court against Roy C. 
foombs, former president, and the Bal- 
tmore Trust Company of Baltimore, to 
cancel a spurious certificate for 117,009 
shares of stock of the International Life 
used by Toombs as collateral for a bank 
loan, 

The receivers informed Judge Davis 
that Toombs on March 13, 1928, depos- 
ited the certificate with the Baltimore 
nancial institution as collateral in back 
f a note on which he had borrowed 
235,000. Toombs defaulted in payment 
n the note and the bank has taken 
steps to foreclose on the_insurance stock 
March 27. The receivers contend 
tat Toombs secured possession of the 
certificate of stock without the knowl- 
dg consent of the board of direc- 
ot the life insurance company. 


Register Life’s 40th Anniversary 


salesmen of the Register Life are par- 
tcipating in a five weeks’ 40th anni- 
ersary celebration contest, culminating 


n April 22, the company’s 40th birth- 
ay. rchandise awards from a big 
[reasure Chest” book will be given 


or commendable work in following up 
Mirect-mail leads, for App-a-Week Club 
member-hip, and for 100 percent co- 
»perati in tthe anniversary contest 
Sales p! Leading agents will have 
their 1 es inscribed on a permanent 
or roll script that will be hung in 
office building lobby. 





Central Life Meeting Held 
rh 


; Ne managers and district managers 
‘the Central Life of Illinois in Michi- 
den Ohio met at Detroit. Alfred 
Inch rt first vice-president, R. E. 
s+ Vice-president, and W. S. Fru- 
‘and, ass stant director of agencies, from 

© home office, were present. More 


o 
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TRUST COMPANIES AND BANKS 


A directory of responsible financial institutions that are especially equipped to co-operate with 
life underwriters in creating life insurance trusts, and in handling other estate problems. 


CALIFORNIA 


‘he oldest Trust Cx ympany 
in the West 

Wells Fargo Bank 

Union Trust Co. 


SAN FRANCISCO 











‘ Siwecw 1852 


Trost Department estab hed «892 
a. — 








ILLINOIS 


ILLINOIS 








THE 
PEOPLES TRUST AND SAVINGS 


BANK OF CHICAGO 


MICHIGAN BOULEVARD at WASHINGTON STREET 


CHICAGO 
Earle H. R Id R. B. Uph 
PRESIDENT. 4 VICE-PRESIDENT 
Ford B. Weak! 
SECRETARY & TRUST OFFICER 











NEW YORK 








LIFE INSURANCE and 
TRUST SERVICE 


now go hand in hand. Men of affairs demand 
both. Life Insurance creates the estate. Our 
Protected Life Insurance Trust safeguards it. 


A Special Reserve Fund of $2,000,000 protects 
principal and income against loss. 


CHICAGO TITLE & TRUST COMPANY 
69 West Washington St. 





The Chase National Bank 
OF THE CITY OF NEW YORK 
TRUST DEPARTMENT 
VICE PRESIDENTS 
George E. Warren 
SECOND VICE PRESIDENT 
George A. Kinney 
PERSONAL TRUST OFFICER 
George I. Pierce 
CORPORATE TRUST OFFICER 
Howard F. Walsh 
ASSISTANT TRUST OFFICERS 
Edward S. Dix Oliver B. Hill Vincent L. Banker 
George J. Runge we Frederick Pintard 


Reeve Schley 


























roy underwriter who can 
peal be swung over to the 
ya trust company form of ad- 
KAY ministration will double his 


; business.” 


Excerpt from an article by 
@ prominent underwriter. 


First Trust and Savings Bank 


Chicago 














CHARTERED 1822 


THE FARMERS’ LOAN 
AND TRUST COMPANY 
NEW YORK 


Brings to the duties of Administrator, Exec- 
utor, Trustee, Guardian and Custodian 
the experience of more than a century. 











Profits....for you 


Life insurance men are able to sell more in- 
surance by using The Estate-O-Graph, a 
monthly eight page rotogravure magazine that 
sells the need for life insurance through pictures. 

This important help to your sales tactics can 
be obtained for as low as $6 a month, 

Write for the 32 page descriptive booklet. 


The National Underwriter Company 
A1946, Insurance Exchange, Chicago 








4 be Company is glad to cobperate impar- 
tially with all insurance representatives 
on any practical basis for the promotion of 
life insurance trust business. 


Guaranty Trust Company 


of New York 
140 Broadway 

















T. O. Berge, President 





et 
‘an 30 were present. 





REJUVENATED 


Under New Management 


The oldest and strongest Life, Health and Accident Company in the Northwest has increased its business by 
agency development over 50 percent during the past eight months. 


Excellent openings still available in Minnesota, Wisconsin, North Dakota and South Dakota. 
Net Life rates; Non-forfeitable renewals. A better Health and Accident contract. 


NORTH AMERICAN LIFE 


AND CASUALTY COMPANY 


706-10 Plymouth Bldg., Minneapolis 











P. G. Erickson, Secretary 
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ACTUARIES 








CALIFORNIA 





C OATES & HERFURTH 
CONSULTING ACTUARIES 


Barrett N. Coates 354 Pine St. 
Carl E. Herfurth San Francisco 





ILLINOIS 


ONALD F, CAMPBELL 
CONSULTING 


ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 











ENRY R. — 


Actua 
Specializing on -™ Funds 
175 W. Jackson Blvd. CHICAGO 








A. GLOVER & CO. 
* Consulting Actuaries 
128 North Wells Street, Chicago 
Life Insurance Accountants 
Statisticians 





INDIANA 


HAGE, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 

Consulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





1OWA 





RSTON L. MARSHALL 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 
J OHN E. HIGDON 





ACTUARY 
317 Shukert Bldg., Kansas City, Mo. 
1616 Chemical Bldg., St. Louis, Mo. 





NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


38 W. Mth St.. New York City 








OODWARD, FONDIL- 
LER and RYAN 
Consulting Actuaries 
Insurance Accountants 
Richard Fondiller Harwood E. Ryan 
Jonathan G. Sharp 
75 Fulton Street 
New York 





OKLAHOMA 


J. McCOMB 
COUNSELOR AT LAW 
* CONSULTING ACTUARY 
Premiums, Reserves , Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
red. The Law of Insurance a 


pt tome h 
Bidg. OKLAHOMA CITY 
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ECKER IS PRESIDENT _ 
OF THE METROPOLITAN 


(CONTINUED FROM PAGE 1) 
Then he began to look ahead. His in- 
clination as toward the pccounting 
deperhnaet: and he was undertaking to 
master the job of bookkeeper, when he 
was promoted from the mail desk to a 
clerkship that involved assisting in the 
preparation of papers for loans on real 
The fact that some loans were 

almost automatically, while 
delayed or refused, puzzled 
and then led him to in- 
vestigate the reasons. He began an in- 
tensive study of real estate and the 
principles applicable to its value. He 
read real property law, and from this be- 
ginning passed into other branches of 
legal study, with the result that he 
eventually acquired a fairly complete 
legal education. 


estate. 

approved 
others were 
him at first 


Turned to Real Estate End 


This training won for him an ap- 
pointment as assistant to the head ot 
the company’s real estate division. In 
this work he was frequently sent to 
inspect properties on which loans were 
being considered, it being for him to 
determine particularly that they were 
well located, of sound construction and 
in compliance with the municipal build- 
ing code as well as their immediate and 
future values. In a _ short time, his 
judgment came to be relied on im- 
plicitly, and when this branch of the 
Metropolitan’s business had expanded 
to the extent that a separate depart- 
ment, known as the bond and mort- 
gage division, was necessary, Mr. Ecker, 
then 25 years old, was placed at its 
head. From that time until 1906, he had 
immediate supervision of all loans on 
real estate, and came to he recognized 
as one of the city’s authorities on real 
estate. 


Comptroller in 1905 


Late in 1905, Metropolitan executives 
decided that loans on bond and mort- 
gage should be made under the direc- 
tion of an officer of the company, and 
the office of comptroller was established, 
Mr. Ecker being its first incumbent. By 
the following year, the financial side of 


Made 


the company had grown to such an ex- 
tent that a treasurer was necessary, and 
it was the comptroller of a year who 


was appointed the first treasurer of the 
Metropolitan. 

Thus, at the age of 40, the office boy 
of a quarter-century before had become 
the chief financial officer of a large and 
expanding insurance company. There 
were two more rungs to the ladder—the 
vice-presidency, to which he was elected 
in 1919 when Haley Fiske succeeded 
John K. Hegeman as president, and 
firally the presidency to which he was 
elected March 26 to fill the vacancy 
caused by Mr. Fiske’s death. He had | 
heen made a director of the company in | 
1909. 





Recognized in Financial World 


Since 1906, Mr. 
all the company’s 


Ecker has passed on 
investments in the 
securities of governments, states, munic- 
ipzlities, railroads, public utilities and 
other corporations, and all loans on and 
purchases of real estate. The offices 
of ‘comptroller and treasurer, both of 
which he was first to fill, have been 
under his direction and supervision. 
When he took office as treasurer, the 
income of the company was about $70,- 
000,000 a year; last year it had reached 
just short of $750,000,000. It has been 
his chief concern to see that the greater 





part of this vast sum—on the average, | 
about $2,000,000 a day—was safely and | 
profitably invested. 

His progress with the Metropolitan | 
naturally has brought Mr. Ecker cor- | 
responding recognition in the financial | 
world. He has long been widely con- | 
sulted on investment matters, and for 
many vears has been a director of the | 


Chase National Bank, a trustee and vice- 


president of the Union Dime Savings | 
Bank, and a trustee of the Provident | 
Loan Society of New York. 


Besides specializing in real estate and | 


to learn iii from the financial 
end, since a large sous of Metropolitan 
assets are invested in rail securities. To 
make his education in this subject com- 
plete, he has studied thoroughly operat- 
ing, maintenance, replacement, etc. As 
a result, he is a director of the Chicago, 
Milwaukee & St. Paul and was chair- 
man of the bondholders’ committee dur- 
ing the recent reorganization; a director 
of the Cincinnati, Indianapolis & West- 
Wheeling & Lake 


ern, Western Pacific, 

Erie, St. Louis & San Francisco, Den- 
ver & Rio Grande and the Interborough 
Rapid Transit Company. 


Other directorates on which he serves 
include the American Express Company, 
American Railway Express Company, 
United & Foreign Securities Corpora- 
tion, Finance Company of Great Britain 
& America, and the New York Casualty. 
He is a past president of the chamber 
of commerce of New York, having in- 
troduced Calvin Coolidge when the for- 
mer President addressed that body in 
1925, and now serves as one of the vice- 
presidents of the chamber. 

Robert Lynn Cox Career 


Robert Lynn Cox was born Noy. 27, 
1865, on a farm about seven miles south 
of Warren, Ill. Widely known among 
executive offices of life insurance com- 














LINCOLN 
First Vice-President 


LEROY A. 


panies, active in educational affairs, and 
of high standing in the advertising field, 
Mr. Cox takes pride in never having 
been out of a job and in never starting 
life as a farmer. He became successively 
a foundryman, publisher and _ printer, 
lawyer and life insurance executive. He 
has been closely associated with two of 
the most noted men of their periods, 
having served on the Armstrong insur- 
ance investigating committee of which 
Charles E, Hughes was counsel, and as 
attorney and secretary of the Associa- 
tion of Life Insurance Presidents, while 
former President Grover Cleveland 
headed that organization. 


Started in Buffalo 
Mr. 


sc hools near 


Cox was educated in the country 
his home, the high school 


of Nora, Ill., and in the Buffalo Law 
School. 
When 19 years old he left the farm 


of his parents and went to Buffalo, N. 
Y. There he entered the employ of the 

3uffalo School Furniture Company as 
shipping clerk in the foundry depart- 
ment, of which he later became general 
superintendent. In 1890 he became asso- 
ciated with his uncle, Oliver S. Garret- 
son, in the publishing and printing busi- 
ness in New York and Buffalo. During 
these early years in Buffalo he studied 
law at nights and in July, 1898, was 
admitted to the bar after having re- 
ceived his LL.B. from the University of 
Buffalo. For nine years Mr. Cox prac- 
ticed law in Buffalo, as the senior part- 
ner of his law firm, which included in 
its membership, Maulsby Kimball, Fran- 


cis K. Kornan and Franklin D. L. 
Stone. 

From 1903 through 1906 he repre- 
sented the second assembly district of 


banking, Mr. Ecker found it necessary | Buffalo in the New York state legisla- 





ture. When the Armstrong committe: 
in 1905 was named to pag se insur 
ance conditions, one of the assem blymer 
appointed as a member of the commi 

tee was Robert Lynn Cox. 

In 1907 Mr. Cox became attorney and 
secretary of the Association of Life In 
surance Fresidents. Upon the death 
Grover Cleveland, in 1908, he succeeded 
the former president as chief executi 
of the association. 


Entered Metropolitan Service 


Mr. Cox resigned in 1916 to accept 
the position of third vice-president 
the Metropolitan Life and in 1922 h 


was elected second vice-president. 


Mr. Cox was appointed a member oi 
the New Jersey State Reaed of Educa- 
tion in 1917 by Governor Edge for 


full term of eight years. Early in 1925 
he was elected president of the boar 
and was reappointed to membership 
the board for a second term by Go 
ernor Silzer. 

Leroy A. Lincoln’s Career 


Leroy A. Lincoln was born Aug. 1s 
1880, in Little Valley, N. Y., the so 
of Charles Z. and Lusette Bonstec 











noted attorney an 
works on th 


His father, 
number of 


Lincoln. 
author of a 


law, including a constitutional histor 
of the state of New York, had bee 
legal advisor to Governors Morto: 


Black and Roosevelt, and a delegate t 
the New York state constitutional cor 
vention of 1894. It is interesting to not 
that 21 years later, the son followed i 
the footsteps of the father, and becam 
a delegate to the state constitutior 
convention of 1915. 


Mr. Lincoln was graduated from tl 
Albany high school in 1898 and _ fro 
Yale in 1902. After his admission to th 
bar in 1904, he practiced law in Buffal 
until 1915, when he became counsel t 
the New York state insurance depart 
ment. 


Goes With the Metropolitan 


About two years ago he resigned ai 
joined the law firm of Rumsey & Mor 
gan of New York. Later, on Jan. 
1918, he was appointed general attorne 
of the Metropolitan, and was made get 
eral counsel in 1926, 


Equitable Not in Mexico 


Attention is called to the fact that 
a recent article concerning insuran 
conditions in Mexico, a statement we 
made that the Equitable Life of \ 
York was one of the companies opera 
ing in that section. The Equital se d 8 


no business in Mexico, Cuba, Cana 
or in fact, any other country outsid 
the United States. In fact, it does | 


operate in Texas. 





Cornelius Opens Own Office 


Howard W. Cornelius, late of Lew 
Dewes & Company and formerly ‘ 
Charles Sincere & Company, both Ct 
cago investment houses, has opened # 
office of his own in the Borland buil 
ing, Chicago, and will operate indepe! 
ently. Mr. Cornelius is properly 
garded as the leading insurance inves 
ment and stock expert of Chicago 
has a large following in the insurant 
field and outside it among those ite! 
ested in insurance investments. 


r 


Central Life of Illinois 


The Central Life of Illinois ! 
creased its limits on male risks 
non-medically to $3,000. 

The Central Life announces thé 
lowing changes in its pract 
funds left with the company tii 
be paid excess interest—at t pres 
time, 1% percent. Double dem! 
coverage has been extended 
The company has recently issued é 
0-day total and permanent 
clause, applicable to single, se" 
porting women at regular rat 
company recently rais¢ 
limit to 65 years On busines 
to age 65, the company has also * 
its retention limit to $15,000 . 

It has just issued a new p , 
occupational rating manual 
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> point early. We do 
inki too much of 
he main idea is to pre- About all 1 was told when I started 
nt our subject in such aw ay that it was what a Mie Be company I rep- 
“suspect, | resented and about 3 percent of the 
; ’ opportunity to} 100 percent of my training was spent on, 
, interviews | well, on that part of the business where 
where the] it should have been spent. In other 
opportunity,| words, I was given to believe that the 
the inter-| most important thing for me to know 
He | ~ a wonderful talk | was the tec! hnical side of my business. 
» never gets The Carnegie Institute recently stated 
his part that the success of the average engineer 
is only 15 percent due to technical abil 
ity and the other 85 percent to what we 
call “personality” for lack of a better 


Bn ace ‘lon 


Technical Ability | ‘Not 
Criterion of Success 


yusiness I tl eee » ag was some- 


Striving for Quality in Interviews 
Instead of Quantity, Using Prepared 
Plans Increases Size of Policies |: 


BY ROBERT H. PENNY 


National Life of Vermont, Cleveland 


learned early was to] doesn’t buy the chances are at least even 
that something is wrong with me, and 





my SS 


life insur-] name. 





“to post Ons 
greatest deterrent to the aver- men in the 
n’s success is not physical lazi- | .o+ ctay 
t is mental laziness; the fact that 
will not sit down and think out his 


Sees Better Type of 
People in Using Plan 


I think a very small percentage of the 
ct ag wrong with the thinking | success of the real, outstanding under 
7 didn’t buy life | writer today is due to technical knowl- 
wth the oustieelas company I | edge and that even more than 85 percent 
am not very old now but] is due to what we call “personality.” 
i and come to What makes up the selling. ability 
if a man'a man? What is the difference between ! 


a vear man and the man who out is t 
is making $200,000. | vear to find out j 
thing that I believe has} [hat has to do with the prepared presen 
iore to do with it han any other thing | tation because i 

» has AK. ed what his job 4s; | tell what t 
where he is going and he 
easiest road to where he is 


He isn’t floundering around And Have Nothing New 


particular problem, and anything} chow hin 
Stiniulate the average Man | Jes; o4 
s to bring him to the right] hj; » 
plan for him to follow | iMustrate: 
crta 
ot to bore 
und in my own personal] stay with ] 
the use of the prepared le time 
the insurance line I have I hay 
r type of peopk rhe range | that I \ 
s I am getting has necessarily | shouldn't 
» see a better type of pros against that 
that this 
n I have increased m more than any 
cv trom, in 1925, $4,000 t 
$13,409 last year. Now, | 


I increased my production 


iow what it is How many It ha 
1 iy finitely tell just how much} tion as to 
ou have written during the | the qualit 
Or the past month? ‘tl numb 
the only way to find this: tell a maz 











eeping the New Year 
Free From Errors 


You may be finding it a hard thing to do, this matter of keeping 


1929’s pages fair and free from blunders. 


wanted to be wise ones. 


This year’s decisions you 


If choosing a company is one of the decisions you must make 
now, there'll be no regrets if you decide on one that helps its agents in 


every possible way. 


The Springfield Life offers real cooperation to every agent who 
casts his lot with us. You will receive help in finding prospects, and 
you will have an interesting range of policies to cover the needs of pros- 


pects and to help make them your clients. 


Write us if you are ready to begin work as a life underwriter. We 


want to tell you about our service. 


“Serve and Succeed with The Springfield Life’’ 


SPRINGFIELD LIFE INSURANCE COMPANY 


Home Office: SPRINGFIELD, ILLINOIS 








where you stand 


Exhaust Arguments 


f the reasons why ¢ 


sale is vecause 
anything new to 


CXitausted; the 


sent your argun 
ven if you have 


Quality More Important 
Than Quantity of Interviews 














D 

many calls a day, but I don’t think it 
is possible to set any definite number; 
to say you should make 11 or 18 calls 
each day. You are feeling pretty well 
in after you have had several trying 
interviews during the day, that is why 
| urge that you specialize on quality 


interviews rather than quantity. 

If I can secure a reasonable volume of 
business in three interviews a day and 
secure a better quality of business and 
a larger amount of business than by five 
or six interviews of lower quality, then 
that is the way to do. I don’t think 
the time spent in‘ outside interviews is 
everything in the business. I don’t think 
we should do most of our work with our 
heels. 

This plan will more or less automatic- 
ally force you to choose a better man; 
to get into-a higher and higher class of 
clients; the men who can buy the largest 
amount of insurance. Any plan or sys- 
tem that will more or less automatically 
force you to do that is bound to make 
money for you. 


Outstanding Men Keep 
Records of Their Work 


Another thing, it makes you keep a 
record of your efforts. The outstanding 
men in the life insurance field today are 
the men who keep a record of their 
work. They know some of the land- 
marks for their road; they know what 
they are doing. They have a record of 
it. We recall very little of what happens 
each day; if someone asked you at the 
end of a month just how many inter- 
views you had each day, could you 
tell him? 

Now, “prepared presentation” is a 
plan of talk. The points are definitely 
arranged in psychological order. They 
have been tested and tried out by any 
number of successful life insurance men 
and the beauty of the thing is that you 
interpret your own personality into this 
not taking the words of 


talk; you are 
another man. 

Here you have a definite line-up of 
points, arranged so that you can use 


your own words where you want te. 
and use them in your own manner. I 
can’t use this verbatim and I don’t ex- 
pect anyone else to do it; the essential 
thing is to know the points and know 
where to bring them in. 

First, then, explanation, creating de- 
sire; second, explanation, proof; third, 
closing, five points. 

Desire. The first general point under 
“Explanation” is to establish confidence 
in you. If a man hasn’t confidence - 
you personally you haven’t much of < 
chance to get on with him. To establish 
confidence in you (Personally, convince 
him that you are “on the square” and 
that you know your business. 

Perhaps the quickest way to convince 
him that you are “on the square” is 
to come to him from somebody in whom 
he already has confidence, or come from 
some institution in which he already has 
confidence. If you can do that, you 
can solve a good part of your problem. 
Or, show him what you have been doing; 
show him a list of people for whom you 
have done business. If so many people 
esteem you they must assume that you 
are worth it and that you know what 
you are doing. 


Get Prospect’s Views on 
Investments and Insurance 


2. Get the prospect’s viewpoint. The 
‘most important thing in my mind after 
I have established his confidence, is to 
get his viewpoint; his viewpoint about 
his estate; his viewpoint about invest- 
ment and insurance. 

The only way to get this is to give 
opinions of other people; get him to 
discuss it, not make statements of your 
own. If you can get him to talk about 
life insurance in the line he wants to 
think about, then you can discuss it 
with him along those lines; in his own 
terms. Go along with his viewpoint 
and adapt vour points accordingly; talk 
from his viewpoint. In doing this you 
are laving the foundation for what you 
are going to say. 

Now, what if you are working on pro- 





gram insurance, can this be a two-inter- 
view proposition? 


Yes. At this point, 


if you have his confidence and his mre 


of view, you stop, work out his plan 
and come back. ce 
Take sufficient data and_ sufficient 


arguments with you, arranged in a log- 
ical, psychological way, to present to 
your man and complete the job in a so- 
called one interview. 


Present the Desirable 
Plan of Accumulation 


3. Understand the insurance value 
idea. If you can show a man a plan ot 
accumulation that is desirable, he will 
try to buy it. I use the word “desir- 
able” for an accumulation. There is a 
difference between good property and 
desirable property. I can think of many 
items of property that are desirable but 
are not good property. If I can show a 
man that by the use of this plan he 
can have money and more to spend than 
he would on most any other way of 
accumulation, I am touching a most im- 
portant point—something that will ac- 
complish what he wants when the need 
arises. I want to show a man that with 
this pronerty he can do more quickly 
what he wants to do, he can be success- 
ful today rather than waiting 10 or 15 
years. He can create an estate. now and 
save for it afterwards rather than sav- 
ing it first. 

Reiterate. 
us is new to the 
to. I believe in 
reiteration to get 
idea. 


Answer All Objections 
At Time of Interview 


Illustrate life insurance satisfaction. 
Illustrate what life insurance will ac- 
complish, shown on actual cost at dif- 
ferent ages. You can talk all you please 
about Jones and it is a whole lot dif- 
ferent than to talk about the case of 
the man you are negotiating with; you 
can do a lot on he other fellow to illus- 
trate what has been accomplished. 

I recall one case that I had where I 
sold a man the idea but just at the 
point where his mind begins to swing ~ 
the negative and he begins to think ‘ 
must not let this fellow sweep me off 
my feet”—just at that time I would very 
brightly pick up my things and get out 
and I thought I was doing something 
very smart. But I was leaving a man 
just at the time when I should have 
had something that would enable me to 
stay there without boring him. 

There is always a time in an inter- 
view when a man’s mind goes into the 
state of negative, and we should be there 
with him to get our best chance. If 
ne stays in his office to think it over 
or if he goes home to talk it over with 
his wife and you aren’t there, you haven't 
a chance. 


Aids Prospect in 
Keeping Up His Plan 


6. Show the safeguard to keep up this 
plan. Life insurance carries with it a 
certain compulsion or obligation that is 
necessary for the continued regularity 
of savings, for most of us. Show a man 
that from the standpoint of life insurance 
preperty he has a great many arguments 
to keep it up. He has the agency re- 
minding him whenever a premium falls 
due, and he has a certain period of 
grace and before the end of the grace 
period he will, in most cases, have the 
agent call wpon him; he has constant 
help which he would not have with any 
other form of savings account. 

Show him a list of policyholders. 
Give him an idea of who is behind this 
plan and in doing this you will give him 
a little breathing spell. Where, ordi- 
narily, we would leave him, this will 
help to stay there and work along with 
his line of trouble. When a man has 
thought about it, he begins to swing 
hack. He brings up some point in recol- 
lection of what you brought out before: 
but if he doesn’t, you will have to use 
your own judgment in getting him back. 


Reserve Reasons 
For Controlling Interview 


What is old to most of 
man we are talking 
reiteration. It takes 
across almost any 


8. Reserve reasons. There was a time 
in mv own sales experience when I 
would be stumped. I would be flounder- 
ing around, stuck—I didn't have any re- 
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serve argument to use. We must hold 
back certain things for the purpose of 
controlling the interview to the point 
where we get the man to agree. First, 
life insurance has the largest property 
value of any form of property; second, 
life insurance has a fair market value 
in relation to the estate value; third, 
it is the best all-around method of sav- 
ing money 

Always-win idea. Live, die or quit 
—you always win. If you live you win; 
I have a chart to show him exactly how 
that works out. If something happens 
to you, disability or accident, you win. 
If you die (or let us say, if you don’t 
survive) you win. In other words, the 
“always-win” idea handled from every 
possible standpoint. 


Give Man Chance to 
Buy Early in Interview 


Our attempt is to get a man to buy 
just as early in the interview as we 
can. We give him every opportunity 
we can from the beginning, all the way 
through. There are a great many inter- 
views that I have tried to close two or 
three times. If I am not successful the 


first time I just go on. If the next 
argument doesn’t work I still have 
something else to tell him. I don’t 


have to flounder around or think, “What 
am I going to say if this doesn’t work?” 
and I don’t have to kick myself after I 
have gone out and think, “Why didn’t 
I say this?” or “Why didn't I say that?” 
Under this plan you have the arguments 
before you; you won't have to think of 
what you are going to say next. 


Enables Lowering of 
Price If Necessary 


10. It is good policy to figure cost on 
the basis of dividends accumulated. In 
other words, you can come down a little 
lower in price. I would a whole lot rather 
come down to the basis of dividends 
paid out, which would reduce the pre- 
mium, than to have figured the cost on 
that basis to begin with and come down 
on the policy itself. Of course, I would 
not like from my own standpoint to 
reduce the amount of the policy, but in 
this way, if his premium for instance. 
would have been $300 a year, I could 
come down to $2400 and he would 
still get the same protection. 

The three main points: Come down, 
making it easier and easier for him to 


buy: talk the accumulation idea and 
ideal protection. 

11. Easy to finance, minimum. de- 
posits. As a last resort, where I am 


forced to do it, I talk about this con- 
tract being in a great many cases almost 
self-sustaining. Needs little attention 
and doesn’t require constant watching 


as in the case of other investments. 
However, I use this only when neces- 
sary. 

Asks for Reasons 


Why He Failed 


The saving in rate. Show a man 
by chart the savings in rate by buying 
now. Show him the actual figures. 

And, if all these arguments just won’t 
work, then I get up, pick up my charts 
and whatever I brought with me—and 
by the way, I want to say this: Carry 
stuff with you. Have your material with 
you. If you are preparing your cases, 
if you are going to sell life insurance, 
carry things with you. The best lawyers, 
or doctors or other professional men all 
have certain data they carry with them, 
why should we refuse to do it when we 
can have these aids with us? So, for 
that reason, I carry with me all the 
things I find are successful in inducing 
people to buy. 

Now, to switch back—I pick up my 
things and start to go out. And my 
prospect’s mind promptly swings back. 
He thinks: “Well, here is another life 
insurance man I have bested,” and he 
lowers his guard. At the door, I turn 
back and I say: “Mr. Jones, as a per- 
sonal favor to me, I wish you would tell 
me just why I failed. It can’t be you, 
because you have the need; it can’t be 
mv company—and I wish you would 
tell me—I make my living at this 
thing:—just where did I fall down?’ 

T never say this unless I am perfectly 





sincere and I only do it on a case w men ‘ 
I have found nothing he is interested j 
—and I have had some surprising venaite 

That brings me to the last point, and 
the most important: Make contact wit! 
the other fellow’s mind. 


Get what he is thinking. If we can 
do that at the start we are a whol 
lot better off than if we have to wait 


until we are in the middle of the inter- 
view or at the end. Get his hones: 
reactions. Most of the objections 
self-made. Very often we ourselves 
bring up certain things that cause a mai 
to object. There will never be a sales 
talk that will eliminate all the danger « 
objections but this plan will minimiz 
a great many objections. 





SOME RECENT COURT 
DECISIONS 





Right of insurance company to reduce 
payment under life policy for misstate- 
ment of age held not affected by in. 
contestable clause.—In Sipp vs. Phila- 
delphia Life, Supreme. Court of Penn- 
sylvania, 142 Atl. 221, the defendant 
issued a policy in which the insured 
stated her age to be 50 years. Upon 
the death of the insured it developed 
that she was in fact 65 years of age 
when the policy was taken out. 

On this state of facts, the defendant 
sought to reduce the payments under 
the policy to that which the premium 
would have entitled the insured had sh: 
stated her age correctly. The plaintiff, 


beneficiary, contended that in view of 
the incontestable clause the defendant 
was liable for the face. 


Trial Court Upheld 

The trial court found in favor of the 
defendant’s contention. On appeal the 
higher court in reviewing the record, 
and in upholding the judgment of the 
trial court, said: 

“The policy upon the life of Mrs. 
Lynch provided for the payment of a 
fixed sum at death, less indebtedness due 
the company, in case the annual pre- 
miums named were paid. This with the 

application attached, in which the in- 
sured represented her age to be 50, con- 
stituted, by express stipulation, the er- 
tire contract between the parties. By 
the former, it was provided that: 

“‘*This policy shall be incontestable, 
except for nonpayment of premiums, 
after one year from its date,’ —subject, 
however, to the following condition set 
forth under the same heading: 

““If the age of the insured has been 
misstated, the amount payable _here- 
under shall be such a sum as the pre- 
mium actually paid would have pur- 
chased at the correct age.’ 

“The affidavit of defense averred the 
age of Mrs. Lynch was 65 when the 
contract was entered into, and, under 
‘the practice, rules, and custom’ of the 
company, the amount of premium actv- 
ally charged and paid would have pur- 


chased insurance to the amount of 
$1,585 only, had the true facts been set 
forth. The incontestability claust 


and the one fixing the amount of re 
covery in case of misstatement of age 
are not inconsistent. , 

“The amount payable in case of mis 
statement of date of birth is determit- 
able by fixed and definite standards, not 
subject to shifting or evasion by the 
company, and proof of tables showing 
these results is admissible where made 
necessary by the insured’s incorrect re? 
resentation of the facts. It follows that 
the affidavit in the present case presents 
a meritorious defense, and summary 
judgment for the plaintiff was proper!) 
refused. e 

“The order appealed from is affirme¢ 





There is just one book that tells t) 
whole story regarding all companies 
That is the Unique Manual-Digest. Po! 
analysis, rates, dividends,  surrené 
values, net costs, annual statemen! 
analysis and general resume for each a™ 
every American company. Price $4. T! 
National Underwriter. 
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The New 1929 


LITTLE GEM LIFE CHART 


(The Little “Red Book’’) 


Brew 


MORE INFORMATION ABOUT MORE 
COMPANIES 


The LITTLE GEM shows 116 companies, twice the number given 
in another publication selling for the same price. It shows as many as 
30 companies operating in some states that are not included in similar 
books. Wherever you are located, it gives more companies operating 
in your territory. 


INFORMATION ON EVERY COMPANY 


The LITTLE GEM has another valuable and exclusive feature, 
namely a five-year financial and insurance report on 275 companies. It 
enables you to get a “line” on any established legal reserve company. 
This additional service gives a 5-year exhibit of insurance in force, 
income, disbursement, etc., analyzed into some twenty items. 


CONVENIENT ARRANGEMENI 
All the information as to policy analyses, rates, costs, summaries, 
etc., of a company is presented together. This individual treatment is 
much more satisfactory than pages exhibiting the rates of all companies 
on the policy in question. The individual method of the LITTLE GEM 
is designed for the best methods of selling. 


THOROUGH ANALYSIS OF POLICY 
PROVISIONS 


Disability, double indemnity, insurance on women, excess interest 
rates and many unusual policy provisions overlooked by other pub- 
lishers are brought out in the thorough analysis of the LITTLE GEM. 


Ready April I 









Sales of the LITTLE GEM this year to date, 
are greater than ever before, again proving t 

the book giving the most information ts the 
most popular. It is only a few more days until 
thousands of copies will be in the mails on the 
way to life offices all over the country. Have 
you placed your order? If not, do so now. 


CONSIDER THESE ADVANTAGES 


“Net Premiums,” not just dividends, but results already figured. 


One exclusive feature of the LITTLE GEM is the exhibit of “20 
year net costs,” year by year, showing the actual net premiums with 
dividends deducted. 


ORDINARY LIFE 20 YEAR NET PREMIUMS 
AT EVERY AGE 


About two-thirds of the insurance written is on the ordinary life 
plan—this extended exhibit of ordinary life net premiums at ages 20 to 
53 inclusive and at 55 and 60, means that you may quote exact 
to your prospect. This exhibit is beyond comparison with the mere 
showing of dividends at only four ages as is usually done 


20 YEAR ACTUAL HISTORIES (NET FIGURES) 


LITTLE GEM actual histories are “net,” with dividends already 
deducted. Furthermore, they are given at nine ages (instead of four as 
in other books). The exhibits cover a 20 year period with summaries 
at 10 and 20 years. 


In addition to the points mentioned above, the LITTLE GEM 
shows—rates with and without disability and double indemnity, term 
rates, industrial rates, intermediate rates, dividends on term and paid-up 

» Bpolicies, cash values, and other useful data. The LITTLE GEM has 
720 pages of bible paper, is but 14 inch thick and is bound in real leather. 


Some idea of the extra value and service of the LITTLE GEM may be obtained by considering that with all 


of these extra features, it costs no more than other small reference books. 


SPECIAL 
COMPANY CLUB RATES 
TO ALL AGENTS 


ORDER NOW! 


PLACE YOUR ORDER NOW! 


RUSH FOR INSPECTION! 


copies 1929 Little Gem Life Chart. ‘ 
Bill me at my company club rate. If the Little Gem does not sell itse 
to me, I may return my order for full credit. 


Address . 
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a) 
THE NATIONAL UNDERWRITER COMPANY 
420 E. Fourth Street, Cincinnati, Ohio 
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Haste Saves Waste 


It would be hard to convince 
Peoria Life agents of the old 
adage that “haste makes 
waste.” Their experience has 
rather brought them to the 
conclusion that “haste saves 
waste.” Delays annoy, impair 
confidence, cause lost business 
and profits. Promptness_ in 
every transaction, from the is- 
suance of the policy to the pay- 
ment of the claim, is of im- 
mense advantage to the men 
in the field. 

Mindful of this fact, the 
Peoria Life has omitted no ef- 
fective method or mechanical 
device to save a minute here 
and an hour there; to speed its 
operations, to eliminate delay. 
Few homie offices are so com- 
pletely equipped and organized 




















for effective performance. 
Modern inventions and mod- 
ern systems combine to expe- 
dite the business of the Peoria 
Life for the benefit of its 
agents. 


Prompt delivery .is the final 
essential step in putting Peoria 
Life policies in force. Prompt 
payment is likewise the rou- 
tine consummation of Peoria 
Life claims. “Settlement within 
thirty minutes of receipt of 
proofs” has always been a 
working rule of the Peoria Life 
in the disposition of its claims. 


The Peoria Life appreciates 
fully the importance of prompt- 
ness and dispatch in all deal- 
ings with its agents and pol- 
icvholders. This attitude has 
heen no small factor in the 
progress and prosperity of its 
family of successful agents. 
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Peoria Life Insurance Company 


PEORIA, ILLINOIS 




















